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July 27 


marks the beginning of 
another thorough and com- 
ptchensive 5-week course in 
PLANNED SALESMANSHIP 
at the Etna Life Insurance 
School. Effective use of the 
ESTATE CONTROL PLAN 
is demonstrated as one 
of the important features 
of this intensive course 


for Aitna Life Salesmen. 





ETNA LIFE INSURANCE SCHOOL 
HARTFORD, CONNECTICUT 
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30th Anniversary 
of Group Writing 
ls Marked 


W. J. Graham Recalls 
Start of System 
with Ward Case 


NEW YORK—July 1 marked the 
30th anniversary of the effective date of 
the first big group insurance contract, 
the policy worked out for Montgomery 
Ward & Company by Equitable Society. 
Said Vice-president W. J. Graham of 
Equitable, who negotiated and helped 
develop the Montgomery Ward contract, 
“Tt is a notable anniversary in insur- 
ance and in industrial relations and 
marks a monumental contribution from 
both Montgomery Ward & Company 
and Equitable to the betterment of em- 
plover-employe relations.” 

The original contract was on a non- 
medical basis. It covered 2,900 em- 
ployes for an aggregate of $5,900,000 of 
insurance. Today the Montgomery 
Ward contract covers 46,650 employes 
for more than $50,000,000. These same 
employes are also covered by Equitable 
under a group accidental death and dis- 
memberment policy. 


How the Plan Originated 


The group insurance idea had its 
origin in the desire of the Thorne 
brothers—then the controlling stockhold- 
ers in Montgomery Ward—to do some- 
thing that would be of real benefit for 
their employes. Their plan to provide 
a life insurance policy for each employe 
was indicative of the growing social 
consciousness in industry. They were 
impressed with the desirability of keep- 
ing distress out of the business organ- 
ization and out of employes’ homes so 
far as possible and particularly such dis- 
tress as occurred when an employe died 
with no insurance protection. 

Several companies were competing for 
this business on the basis of individual 
policies, the only plan in use up to that 
time. As the negotiations developed, 
however, it appeared that certain lib- 
eralizations could very well be made 
because of the fact that a group was 
involved. For example, since all em- 
ployes would be included the medical 
examination could be dispensed with, for 
there would be no chance for anti-selec- 
tion to operate. This pioneering step 
of eliminating the medical examination 
was, incidentally, an important point in 
the plan for the employer’s point of 
view, for the Thorne ‘brothers were 
anxious that all employes be given the 
benefit of the plan’s protection. Equi- 
table conceived the idea of writing a 
blanket policy which would waive med- 
ical examinations. 

The Montgomery Ward plan is in- 
teresting both for its differences from 
today’s group contracts and for its simi- 
larities. One difference was that though 
a year’s pay up to $3,000 was paid in 


Prudential Nearing 
Pure Mutual Basis 


Company Arranges to 
Purchase the Last 
536 Shares of Stock 


The Prudential sought permission 
this week from the New Jersey court 
of chancery to complete the change 
from a stock to a mutual company. The 
company many years ago started buy- 
ing outstanding stock in preparation 
for a change. It has been practically 
operated on the mutual plan for a num- 
ber of years. The Prudential was 
founded in 1873 and began business in 
1875 as a stock company. 

President Franklin D’Olier testified 
that the purchase could be made out 
of surplus without impairing the policy- 


holders. Commissioner Agger of New 
Jersey, Deputy Commissioner C. A. 
Gough, A. N. Guertin, department ac- 
tuary, and John Milton, counsel ap- 


pointed by the court to represent the 
policyholders, also indorsed the pro- 
posal. Chancellor Campbell held the 
matter under advisement. 

The stock just acquired has been 
mostly held by the heirs of Leon and 
Milton Blanchard, whose father, Noah 
Blanchard, was one of the original 
stockholders. The dividends paid on the 
shares have been limited to 10 percent. 
The total paid since mutualization was 
started is $10,873,659. The other stock 
acquired is held by trustees. This will 
be retired along with the 536 shares 
just bought. The company reached an 
agreement with the Blanchard family to 
buy in its shares for $804,000. 

The Prudential as of Dec. 31, had as- 
sets $4,556,085,245, capital $2,000,000 and 
net surplus $80,156,597. Its income last 
year was $914,892.937 and disbursements 
$655,988,988. It has ordinary insurance 
in force $12,153,076,794 and industrial 
$7,396,098,575. Its new ordinary last 
year was $1,368,725,937 and the indus- 
trial $749,533,538. 








a lump sum, in the case of beneficiaries 
other than a wife, children, or a depend- 
ent husband, the benefit paid to a de- 
pendent was paid in installments rather 
than in a single sum. In each case 
there was provision for payment of a 
$100 funeral benefit. 

The privilege to convert to other 
forms of insurance was contained in 
the original policy in almost exactly the 
same language as in today’s contracts, 
even to the exclusion of term insurance. 
As originally written the contract ex- 
cluded suicide during the first year of 
an employe’s participation in the plan 
but this was amended before the pol- 
icy was six months old so as to cover 
suicide from the first day an employe 
was under the plan. 


Was Noncontributory 


Like many of today’s contracts the 
Montgomery Ward policy was noncon- 
tributory, the employer paying the en- 
tire cost. The contributory idea was a 
later development, brought out in an- 
swer to the desire of many employes to 
have a greater amount of protection than 


Agree on Tax 
for Combination 
Life-A. & H. Units 


Agreement has been reached between 
the Treasury department and i 
surance interests on proposed method o 
taxing companies doing a combined life 
insurance and accident and health busi- 
ness and the United States branches of 
Canadian life companies. The tax sit- 
uation of these companies was not cov- 
ered under the so called McAndless plan 
which is to govern the taxation of life 
companies generally. 

The agreement affecting combination 
type of insurers was worked out by a 
committee headed by C. O. Pauley, sec- 
retary of Great Northern Life. In addi- 
tion to the tax that they will pay under 
the McAndless formula, such companies 
will have added to their tax base 3% 
percent of their premium and claim re- 
serves on cancellable accident and health 
business. It is stipulated that the pre- 
mium reserve to be used in the tax base 
must be at least 25 percent of the net 
premiums written. 

Under the first proposal of the Treas- 
ury department such companies would 
have been taxed on investment income 
on life insurance and non-cancellable ac- 
cident and health under the formula ap- 
plying to life companies and in addition 
would have been required to pay a tax 
on the accident and health business -un- 
der the casualty company formula. 

The companies strenuously objected 
to being treated for tax purposes as two 
distinct corporations and emphasized 
that it would be especially difficult to 
allocate expenses as between life and ac- 
cident and health business. 

U. S. branches of Canadian companies 
are to be taxed according to the McAnd- 
less formula only upon income from 
assets in the United States. It was 
pointed out that Canadian companies 
have on deposit in this country assets 
substantially greater than their mini- 
mum reserve requirements and this ex- 
cess can be treated as equivalent to sur- 
plus of policyholders of domestic in- 
surers. 
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provided by the employer. Today the 
Montgomery Ward group life insurance 
is on a contributory basis, though the 
company pays the entire cost of group 
accidental death and dismemberment 
and other group coverages. So firmly 
are the employes sold on group cov- 
(CONTINUED ON PAGE 11) 





Plan to Deduct Premiums 
Defeated in Committee 


Washington, D. C.—The House 
ways and means committee of 
Congress did not accept the pro- 
posal to allow deduction of a cer- 
tain amount of premiums paid for 
life insurance from individual tax 
returns. This plan had _ been 
recommended by many individuals 
and a number of organizations 
such as the National Association 
of Insurance Commissioners. 
Roswell Magill, former under 
secretary of the Treasury had 
endorsed this move. 








Aetna Life Holds 
Stimulating Rally 
for New York Area 


President Brainard Speaks; 
Whatley Predicts 1942 Pro- 
duction Will Beat 1941 


NEW YORK—Aetna Life’s metro- 
politan area sales congress proved 
valuable and stimulating not only as a 
substitute for the cancelled regional 
convention but in its own right as well. 





M. B. BRAINARD 


There were talks by home office offi- 
cials, including President M. B. Brain- 
ard and Vice-president S. T. Whatley. 
The program included plenty of ma- 
teriaj that could be put to immediate 
practical use. 

With his characteristic quiet humor, 
Mr. Brainard said that though his 
schedule was so full he feared he would 
be unable to attend, the committee had 
threatened to substitute a_ talking 
movie recently made of him and he 
felt he should do his utmost to spare 
the audience that ordeal. Touching on 
various general problems of the life in- 
surance business, Mr. Brainard coun- 
selled a long range view. For example, 
in recent years railroad securities have 
been a headache but today the railroads 
are one of the most profitable types 
of business. 


Whatley Recalls Last War 


Citing the sales situation during the 
last war, Mr. Whatley recalled that 
some agents became discouraged be- 
cause of changed conditions but that 
those who stuck with the business in- 
creased their production appreciably. 
He likened the agent to the physician, 
pointing out that people cannot wait 
until after the war to get sick and 

(CONTINUED ON PAGE 9) 
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Strategy for War Plant Prospects 


By R. B. MITCHELL 


NEW YORK—Experience of F. Mil- 
moe Brown and Glenn Judd of the 
Youngman agency of Mutual Benefit 
Life in New York City, throws valuable 
light on the much discussed problem of 
adapting prospecting and sales technique 
to get business from men engaged in 
war industries. 

One of the first essentials in working 
among the war industries is to concen- 
trate in a certain area, preferably near 
one’s home. Mr. Brown, who lives in 
New Jersey, works among plants in the 
northern part of that state while Mr. 
Judd also concentrates in the general 
vicinity of his home, which is in Long 
Island. Unless the agent is careful he 
is very likely to waste a prohibitive 
amount of time in fruitless calls, first, 
because his prospect may unexpectedly 
have to work overtime and, second, be- 
cause many of the skilled operators in 
these plants are not accustomed to see- 
ing people by appointment and if some- 
body says, “Let’s go to the movies,” the 
prospect may give little thought to the 
agent who has driven perhaps 15 miles 
just to keep the appointment. Hence it 
is vital to have a number of calls that 
can be made in the same general area 
when dealing with other than the white 
collar group of employes. 


Bulk of Sales in War Plants 


Mr. Brown had a 1941 paid volume in 
Mutual Benefit of $421,000 on 48 lives. 
Of this total $306,000 on 33 lives con- 
stituted sales to persons in war indus- 
tries. 

Analytically minded and averse to sell- 
ing pressure, Mr. Brown has developed 
a personalized method of life insurance 
presentation that impresses his prospects 
as a thorough, intelligent job of solv- 
ing their insurance problems and builds 
prestige for himself. The natural reac- 
tion of his prospects is, “This is the 
most intelligent approach to life insur- 
ance that I have ever seen.” In fact, his 
sales technique is planned to bring about 
that statement, for once the prospect has 
said it he believes it more thoroughly 
himself and is likely to use those words 
in recommending Mr. Brown’s service to 
his associates. This type of presentation 
works particularly well with engineers, 
chemists, and research men and there 
are of course many of these employed in 
war industries. 

As to where to start, Mr. Brown 
warns against spreading one’s activities 
too thin. The best plan he has found is 
to pick the plant you want to work on 
and then find someone you know who is 
working there or someone who can give 
you an introduction to someone at the 
plant. From there on it is a matter of 
endless chain or “nest” prospecting 
within the plant. 


Distinctive Presentation Vital 


If the agent expects to make much 
progress even though he has established 
one good contact inside the plant he 
must have a presentation that is really 
distinctive. He must not be regarded as 
just another life insurance man. The 
Mutual Benefit’s Analagraph, a mechan- 
ical device for making graphs to illus- 
trate the prospect’s insurance situation 
and needs, proved particularly helpful in 
dealing with war plant prospects because 
its mechanical nature appeals to them. 

Mr. Brown deviates sharply from the 
accepted prospecting technique. Unlike 
the usual plan of waiting to ask the 
prospect for leads until after every effort 
has been made to sell him, Mr. Brown 
tries to get prospects right off the bat 
on the basis of his unique sales presen- 
tation. In fact, he does not start it off 


as a presentation at all but approaches 
the prospect as if he were a center of in- 
fluence who might know some men who 
would be interested in such a solution to 
their insurance problems. 

Last week Mr. Brown established his 


first contact in a large plant. On the 
first call he got the names of eight eli- 
gible prospects. Knowing that on the 
basis of his records he averages one sale 
to each two to two and one-half presen- 
tations, he is not worried about trying 
to sell any one of the eight prospects or 
the original contact. His only concern 
is that these men meet his requirements 
for prospects, which are that they be 
from 30 to 45 years old and earning 
from $4,000 to $7,000 a year. 


WORKS IN REVERSE 


It frequently happens that one or 
more of the prospects obtained in this 
way buys before the original contact 
does. These buyers then become cen- 
ters of influence on the original contact, 
building up Mr. Brown’s prestige with 
stories of the fine job that he did on 
their insurance. 

Young chemists, engineers and other 
research workers are usually very good 
prospects. By the time they have com- 
pleted their education and received their 
Ph.D. degrees they are about 26 years 
old and if they have the usual amount of 
ability their starting salary will be 
around $250 a month in a war plant. 
Usually these men are married by the 
time they receive their degrees. They 
are used to living on a low cost basis. 
Ordinarily they have bought a little life 
insurance. 

If such a man is not already married 
he is usually planning to get married 
shortly. Most of them have not built up 
their scale of living expenses to their 
new income level. They are extremely 
intelligent and inclined to be suspicious 
and resentful of anything in the way of 
high pressure selling. 

Because men in war industries are so 
busy during the day most of this type of 
selling has to be done at night. An 
agent can work as many nights as he 
wants to but the shortage of evening 








hours is something of a handicap. An 
agent may find it necessary to revise his 
living schedule, for example spending his 
leisure time at home with his family in 
the morning and then working from 2 
o'clock in the afternoon to 11 p. m 


Warns of Short Cuts 


The problem of time makes it a temp- 
tation to try short cuts but these should 
be attempted only with caution. Mr. 
Brown sent out a pre-approach letter 
that should have got results but it fell 
flat. It was to be followed by a phone 
call but he found that when he called up 
the recipients had not bothered to fol- 
low the letter’s suggestion that they dis- 
cuss the matter with the associates re- 
ferred to. There is apparently no sub- 
stitute for personally meeting a man and 
overcoming his usual objections to talk- 
ing to a life insurance agent. 

If it is at all possible the first contact 
in a plant should be a man who is some- 
thing of a leader, not necessarily a top 
executive, but someone of the type who 
likes to spread the news of a good thing 
when he discovers it. Such a man will 
go out of his way to tell his associates 
about a distinctive and appealing ap- 
proach to life insurance. 


Skilled Worker a Problem 


In dealing with the skilled worker who 
is making, say, $90 a week the problem 
is somewhat different. And, incidentally, 
Mr. Brown has found that the bulk of 
these highly paid manual workers are 
concentrated in the aviation and ship- 
building industries. In other fields 
workers are somewhat better paid but 
their wage increases are pretty much off- 
set by the higher cost of living and 
higher income taxes. 

If a man operating a lathe or milling 
machine is more than 30 years old and 
making an income in the $90 a week 
range he may be an excellent prospect, 
particularly if he has a college education, 
for it is then likely that he can be inter- 








Simple, Forthright Approach 
Best Suited to Day's Pace 


OMAHA—W,. Robert Jenkins, head 
of the sales research department of 
Northwestern National Life, was the 
speaker at the last meeting of the 
Omaha Association of Life Underwrit- 
ers. His topic was “Putting Produc- 
tion on a War Basis.” 

Mr. Jenkins said that insurance men 
in looking for ways and means to solve 
the problem of decreased production 
should realize that they are no worse 
off than the thousands of other men 
who have been thrown out of business 
overnight because of priorities and 
manufacturing shutdowns; and, that 
life insurance men should do as those 
men did—find better and different ways 
of doing their work. 


Cut Out Idle Conversation 


Mr. Jenkins expressed the belief that 
the average agent has organized his 
job too much around the prospecting 
phase, and not enough around the clos- 
ing phase; and that, over the year’s 
time, from two to 2% months are de- 
voted to prospecting for each month of 
production. Mr. Jenkins’ solution to 
easier prospecting and to spending less 
time in that phase is immediate re- 
placement of every prospect who is 
sold or “killed” and the paying of 
more attention to policyholders who 
have already been sold on the concept 
of insurance, on the salesman, on the 


company and on that company’s serv- 
ice, 

He suggested that the approach be 
made as simple as possible by cutting 
out the idle conversation ordinarily 
used to “fish” for the prospect’s atten- 
tion; that it be made forthright; and 
that it be open and frank instead of 
the subterfuge or “beat around the 
bush” type. 

Mr. Jenkins pointed out that there 
are only two decisions that a prospect 
has to make before he can decide to 
buy and those are (1) “Do I need, do 
I want, this insurance” and (2) “Does 
this salesman have what I need and 
want.” The sales process’ throughout 
its entirety can be directed to the fa- 
vorable answering of those two ques- 
tions in the prospect’s mind by a care- 
ful analysis of his needs, emphasis of 
the urgency and an enthusiastic pres- 
entation of a specific solution for the 
immediate situation. 

The meeting was closed with elec- 
tion of officers and directors. President 
is Harold Stribling, Prudential; vice- 
president, Claude E. Clinton, Aetna 
Life; secretary, John A. Carr, Equit- 
able Society; treasurer, C. L. Premer, 
New England Mutual. 

The retiring president, Sam B. Star- 
rett, Jr., Guarantee Mutual Life, was 
presented with a desk lamp, suitably 
engraved. 


Brown and Judd of New York Tell Technique Needed 


ested in life insurance on a program 
basis. The non-coilege man, on the other 
hand, is quite well aware that when the 
war is over he will be back making 
about what he was previously. He is 
used to the experience of having good 
jobs and then being broke. As far as his 
family, if any, is concerned, his feeling 
is likely to be that social security or re- 
lief will take care of them, for that is 
what relief is for. 


APPROACH DIFFERS 


There is no point in trying to insure 
such a man on the basis of his steadily 
increasing future earnings. If he is 
thinking about the future he is more 
likely to worry about whether he will be 
permanently out of a job and on relief 
when he gets to be age 50 or so. Be- 
cause of this outlook however it is fre- 
quently possible to sell such workers 
high premium insurance for early retire- 
ment, something that will bridge the gap 
between age 55, when he may no longer 
be able to find work, to age 65 when so- 
cial security starts paying him an_ in- 
come. 

Or it may be that he is willing to retire 
at 65 but wants enough additional in- 
come to be certain of being able to quit 
work and draw his social security pay. 
The high premium policy also has the 
appeal of flexibility. If the buyer is wor- 
ried that he may not be able to continue 
payments after the war boom is over he 
need not drop his insurance but can take 
advantage of the substantial nonforfeit- 
ure options. 








Stresses Social Security 


Mr. Judd, like Mr. Brown, has found 
the high premium policies to have an ex- 
cellent sales appeal. He emphasizes that 
the relatively small amount of social se- 
curity income the prospect will receive 
at age 65 means that he must supple- 
ment it by outside income if he is to re- 
tire and he will not receive social secur- 
ity income if he continues to work i 
employment covered by the social secur- 
ity act. 

As for the possibility of being unable 
to continue paying premiums after the 
war is over, Mr. Judd points out that. 
even if the insured had to cash the pol- 
icy in, the net cost will have been less 
than what he pays for group insurance, 
and group insurance, he makes clear, is 
very low cost insurance. If he had to 
quit paying premiums but did not take 
out the cash value the amount of paid 
up insurance would be greater than the 
amount of money paid in and the pro- 
tection would continue as long as the 
insured lived without any further pre- 
miums being paid. 


Uses Simple Graph 


Mr. Judd makes effective use of a sim- 
ple graph which compares what the 
prospect would pay in with what he 
would get out under various circum- 
stances. Men in war industries are used 
to reading blueprints and the graph is 
very effective and easily understood. 

In neighborhoods where war plant 
workers live it is usually easy to spot 
the men’s cars for they ordinarily carry 
some insignia indicating the plant at 
which the man works. While it would 
be possible to get the name of the owner 
through the license bureau this is not 
necessary as the asking of a few ques- 
tions of the neighbors usually elicits the 
desired information. 


William R. Nethercut, assistant coun- 
sel Northwestern Mutual Life, Milwau- 
kee, was one of the speakers at a round 
table conference on “Trading with the 
Enemy” at the annual convention of 
the American Title Association at Colo- 
rado Springs. 
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Girard Men Find 
Sales Problems 
Same as Ever 


Impact of War Has 
Not Changed Needs, 
Conferences Develop 


Problems of selling life insurance in 
war time are much the same as before 
Pearl Harbor, it was concluded at con- 
ferences of leading agents and home 
office officials held at Atlantic City by 
Girard Life. New questions have con- 
fronted the salesman, his market has 
shifted somewhat, underwriting and 
medical considerations have been inten- 
sified, but these and other changes 
brought on by the war are more inci- 
dental than basic, it was the consensus. 

Hasty predictions which became wide- 
spread following our entry into the war 
have proved to be only partly right, 
at best, George A. Adsit, vice-president 
who was in charge of the conference, 
pointed out. The market has not shifted 
to defense workers nearly so much as 
anticipated, but has remained largely 
among the same group of people who 
have been buying life insurance right 
along, a great many of whom now enjoy 
increased incomes. More of the money 
flowing through the pockets of defense 
workers to the latter group is finding its 
way into life insurance than is coming 
from defense workers directly, he said. 


Last Convention for Duration 


Mr. Adsit announced it probably 
would be the last such gathering for 
duration, although other means will be 
provided to maintain close working har- 
mony between home office and _ field. 
Walter K. Hardt, prominent member of 
a MuLadeiphia banking family, who last 
weck was elected a vice-president and 
d:rector of Girard, was introduced. 

Julius Epstein, vice-president J. & Jay 
Agency, Newark, retiring president Gir- 
ard Life General Agents’ Association, 
said the job of selling under war con- 
ditions is not so hard as many agents 


think. The potentialities for new busi- 
ness are greater than in the immediate 
past because of more widespread em- 


plo; ment and increased individual earn- 
ines all along the line. 

Mr. Epstein has found a responsive 
market in business insurance for small 
firms and partnerships. Many such con- 
cerns are earning increased profits to 
make adoption of such a _ program 
possible now, he finds. 


Little Change in Prospecting 


M. L. Baker, manager Town & Village 
Insurance Service, York, Pa., talked on 
prospecting. There is no essential dif- 
ference now than before the war, he said, 
except more concentration on people 
who have the ability and desire to save, 
and whose moral backgrounds and do- 
mestic situations indicate a need for and 
appreciation of life insurance. He uses 
the endless chain method. 

Dr. W. H. Carpenter, medical director, 
told of difficulties of maintaining ade- 
quate medical examination facilities due 
to the large number of doctors called 
into service. 

E. L. Smead, general agent, Williams- 
port, Pa., told of his long years of ex- 
perience with the Girard and paid tribute 
to many old timers. 

Clarke T. Botting, superintendent of 
agencies, presided the second morning. 
Ezra C. Anstaett, president Town & 
Village Insurance Service, Columbus, 
Ox, emphasized the need for continued 
recruiting in the war period. A year of 

(CONTINUED ON LAST PAGE) 
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Smith Reet Life 
Institute of Canada 


TORONTO—V. R. Smith, general 
manager of Confederation Life, was 
elected president of the Life Insurance 
Institute of Canada at the annual meet- 





Vv. R. SMITH 


ing here. He succeeds N. J. Lander, 
Continental Life. First vice-president 
is G. W. Geddes, Northern Life, Lon- 
don, Ont.; second vice-president, R. E. 
Dowsett, Manufacturers Life, and sec- 
retary-treasurer, T. M. Sargant, North 
American Life, Toronto. 

The new council consists of A. E. 
Pequegnat, Mutual Life of Canada, 
Waterloo; J. D. Williamson, Canada 
Life, and N. J. Lander, Continental 
Life, all past presidents; C. Elvins, Im- 
perial Life, Toronto; W. M. Anderson, 











To Tell Send on 
Part-Timers in 


War Industries 


HARTFORD—The Life Agency Of- 
ficers Association’s agency practices 
committee, of which Vice-president F. 
Hobert Haviland of Connecticut Gen- 
eral Life is chairman, expects to 
send out next week a letter giving its 
recommendations on the problem of 
part-time agents who are employed in 
war industries. The recommendations, 
which are understood to embody no 
drastic revision of the present agree- 
ment, have as their basis the composite 
opinion of the signatory companies 
which the committee obtained through a 
questionnaire s sent out sev eral weeks ago, 


North pee Life; G. C. Caiatitie 
Monarch Life, Winnipeg; E. B. H. 
Shaver, Commercial Life, Toronto; A. 
F. Muth, Industrial Life, Quebec; G. 


L. Holmes, Manufacturers Life; J. P. 
Devenny, Mutual Life, Waterloo; O. 
D. Newton, London Life; A. E. Hark- 


ness, T. Eaton Life; J. E. White, Do- 
minion ‘of Canada General; J. H. Do- 
melle, Canada Life; P. McDonald, 
Crown Life; M. J. Smith, Equitable 
Life, Waterloo; G. V. Brady, Metro- 
politan Life, Ottawa; J. P. Dandy, Na- 
tional Life, Toronto. 


On his departure for St. Louis where 
he is to become manager of Prudential, 
the life managers and the officers and 
directors of the Denver Life Underwrit- 
ers Association presented Glen A. Mc- 
Taggart, former Prudential manager for 
Colorado and Wyoming, a large, hand- 


colored framed photograph of Snow 
Mass mountain, a famous Colorado 
peak. Isadore Samuels, New England 


Mutual general agent and former _trus- 
tee of the National Association of Life 
Underwriters, was toastmaster. 








of another agency. 


graduate soon, 
“If you have any 


have my affairs completely 
due. 
more. 


“Thanks again. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





MORE PRECIOUS THAN JEWELS 


One of our policyholders is now in training as an aviation 
cadet in one of the camps of the United States Army. 
so often the case, he is on very friendly footing with his life 
insurance underwriter, who during the past several years did 
a great deal of work in helping conserve the two policies he 
has with us, as well as a third policy which is on the books 
The cadet writes: 


“My days are becoming fewer toward commissioning. 
if all continues well, and then my class will be 
scattered to foreign fronts, with an interval between gradua- 
tion and arrival at a hot sector. 


other suggestions that I might follow 
before I leave, they'll certainly 
in order by 
including automatic payment of insurance premiums when 
Please don’t let anything happen to my life insurance, 
for it’s more precious than jewels now that I can’t get any 


Your efforts for me may have been a nui- 
sance, more than my three little policies seem worth. 
after the war, or as soon as I am insurable again, I'll want 
lot more insurance, and you know where I'll go to get it.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


As is 


I'll 


be welcome. 
graduation 


I’m trying to 
time, 


But 


+ 


JOHN A. STEVENSON 
Fresident 

















Union Mutual — 
Agents Hold 
Spirited Gathering 


Attainment of $100,000,000 
in Force Gives Lift 
to Group 


By HOWARD J. BURRIDGE 


Three new policies and a completely 
new set of sales promotion and direct- 
by-mail literature were announced at the 
four day triennial sales conference of 
Union Mutual Life managers and agents 











R. E. IRISH 
held at Kezar Lake, Me. last week 
in the heart of the Maine woods, but 


only 60 miles from the home office in 
Portland. There was a spirit of rejoic- 
ing and enthusiasm in the air because 
only two weeks before the gathering 
the company had reached the $100,000,- 
000 mark of insurance in force. The 
celebration of this achievement gave a 
special lift to all those present, and an 
added significance to the whole meeting. 

President R. E. Irish presided at the 
business sessions. He is truly a working 
president, and thoroughly agency minded. 
Since he joined the company in 1934, 
when there was only $59,000,000 in force, 
Union Mutual has moved ahead at a 
much more rapid pace than formerly. 
Accident and health was added two 
years ago, through the acquisition of 
Massachusetts Accident. As it joins 
the ranks of the companies with $100,- 
000,000 or more in force, this 94 year 
old company is in a state of steady 
growth and development, expanding its 
agency organization, and financially as 
strong and rugged as the famous rock 
bound coast of its home state. 


Outside Speakers Heard 


Featured convention speakers were J. 
Marshall Holcombe, manager, and B. N. 
Woodson, assistant manager Sales Re- 
search Bureau, and Alfred W. Perkins, 
insurance commissioner of Maine. There 
was an attendance of 110, and for the 
banquet including a special group from 
fhe home office, 150. Business con- 
ferences were held in the morning, and 
the afternoons were devoted to recrea- 
tion and sightseeing. President Irish 
announced that the company would hold 
no similar gatherings for the duration. 

Clifton W. McNeill, superintendent of 
agencies accident and health department 
was the chief speaker at the opening 
meeting which was devoted to A. & H 

(CONTINUED ON LAST PAGE) 
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A. &H. Men Hear 
of War Problems 





National Association 
Names Dyer President— 
Attendance Below Usual 


NEW OFFICERS ELECTED 


President — George L. Dyer, Jr., 
Columbian National Life, St. Louis. 

First Vice-president — Homer J. 
Bisch, National Casualty, Toledo. 

Second Vice-president—C. A. Sholl, 
Glebe Casualty, Columbus. 

New members of executive board— 
C. E. Dalrymple, Preferred Accident, 
Milwaukee, chairman; H. O. Fishback, 
Northern Life, Seattle; R. B. Smith, 
Great Northern Life, Oklahoma City; 
P. E. Ansel, Monarch Life, Baltimore; 
J. H. Garneau, Hartford Accident, 
Hartford. 


By FRANK A. POST 


DETROIT—While wartime activities, 
the present restrictions on automobile 
travel and the fear of possible restric- 
tions on railroad transportation held 
down the attendance at the annual meet- 
ing of the National Association of Ac- 
cident & Health Underwriters, that 
meeting did much to acquaint those who 
did attend with the problems facing the 
business today and the way to meet 
them and general satisfaction was ex- 
pressed that the lid was not clamped 
down sufficiently to prevent the holding 
of this meeting, which was regarded as 
well worth while by all those who par- 
ticipated in it. 

‘rhe first day was given over to talks 
on general conditions in the business, 
including addresses by the heads of the 
two.major company organizations, the 
Bureau of Personal Accident & Health 
Underwriters and the Health & Acci- 
dent Underwriters Conference, and the 
secend to the sales congress, brought 
to an appropriate climax by the talk 
oi F. W. Potter, Aetna Casualty, who 
did just enough clowning to drive home 
some very valuable sales suggestions, 
and a very forceful closing message by 
Clyde E. Dalrymple, Preferred Acci- 
dent, Milwaukee, retiring president, 
which might well be regarded as the 
keynote of the meeting, although it came 
at the close. 


New President Active Worker 


George L. Dyer, Jr., the new presi- 
dent, is general agent of Columbian Na- 
tional Life in St. Louis, having suc- 
ceeded his father, George L. Dyer, Sr., 
on his death last year. He has been 
active in National and local association 
work for many years, and was one of 
the founders and first president of the 
St. Louis group. All of the vice-presi- 
dents were moved up a step, the office 
of third vice-president being dropped in 
line with the decision at Los Angeles 
last year to eliminate one each year 
until one is left. 

Pittsburgh was selected for the next 
annual meeting on invitation of Ross 
Roberts, Loyal Protective Life, presi- 
dent of the Pittsburgh association, 
and it was decided to hold the winter 
meeting, formerly known as the mid- 
year meeting, in Chicago, on a minimum 
basis if necessary. Its invitation was 
presented by E. H. Ferguson, Occidental 
Life. 

The association voted to waive dues 
for any members entering the service, 
to cooperate with the Insurance Eco- 
nomics Society and to incorporate un- 
der the laws of Ohio. 

Before his election as president, in 
speaking on “Our National Association,” 
Mr. Dyer suggested a three-point pro- 
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gram for the coming year, which may 
be regarded as the platform of his ad- 
ministration. It includes: (1) Educa- 
tion of the agent and the public; (2) 
cooperation with the government and 
all our allies; (3) appreciation of what 
the other fellow is doing. 

He emphasized the educational angle 
very strongly, urging that every local 
association conduct a sales course class 
this fall, that the National association 
seek to enlist the support of the com- 
panies for an institution patterned after 
the American College of Life Under~ 
writers, to be known as the United 
States School of Accident & Health Un- 
derwriters, and that a book setting out 
in plain and simple language the story 
of accident and health insurance be 
placed in the hands of every school- 
teacher and in every library in the coun- 
try. 

Under the general heading of coopera- 
tion, he urged cooperation with the 
government, with the home offices, “with 
ourselves” and with doctors, lawyers 
and those in general lines of insurance. 
Under the third point, appreciation of 
good work well done, he mentioned es- 
pecially the new leading producers 
round table, which was formally put 
into operation at this meeting. 


PART OF PROGRAMMING 


The expert life insurance man who 
rightfully calls himself an estate analyst 
and financial planner, who lays out an 
insurance program for his clients, should 
and usually does sell accident and health 
insurance, C. T. Kingston, Jr., assistant 
manager Connecticut General Life, Chi- 
cago, asserted. 

Mr. Kingston, who has specialized in 
programming work, said he is one life 
programmer who has seen accident and 
health insurance at work, as before en- 
tering sales work he handled more than 
6,000 accident and health claims in his 
4% years with his company’s claim de- 
partment. 

He presented five specific reasons why 
the life programmer should sell accident 
and health. In the first place, the man 
who programs his client’s life insurance 
and helps him plan his estate and his 
future has not done a complete job un- 
til the earning capacity is protected. All 
of the accumulations of life are pyra- 
mided upon it. Take away the earning 
capacity and all is lost. 








Gives Producer Basic Income 


For his own basic income the life pro- 
grammer must be conscious always of 
accident and health insurance. Through 
the development over the years of a siz- 
able accident and health account he can 
have an income which covers his basic 
and minimum living requirements. He 
cited the case of a man in his office who 
has qualified for the Million Dollar 
Round Table every year since 1935. That 
man has sufficient income from accident 
and health business to cover his office 
overhead, secretarial help and all busi- 
ness expenses. 

A real programmer can not complete 
more than 30 cases a year—the average 
in his office in Chicago is just 30. Only 
an unusual man can have so little sales 
activity and maintain enthusiasm and 
continue to enjoy his work. Accident and 
health sales activity is essential to keep 
the closing technique sharpened and put 
the fun back into the work. He is bound 
to have an occasional claim and get a 
lift from the delivery of a check to a 
client—he will see insurance at work. 

When one is attempting to close only 
30 to 50 times a year, he must be relaxed 
at those critical times. A commission 
income from an accident and health ac- 
count which covers those minimum liv- 
ing requirements permits the program- 
mer to relax and not fight for the order. 

Accident and health insurance on the 
whole family are by-products of. pro- 
gramming work to which the program- 
8 is entitled if he has done his job 
well. 

To show that the life programmer 
does sell accident and health, Mr. King- 


ston cited the results in his own com- 
pany, which he said is decidedly a pro- 
gramming company. Last year $571,000 
in accident and health commissions was 
paid to its agents, an average of. $70 per 
month per man. 

Another proof is found in the experi- 
ence of his office with its accident and 
health schools, which it started in Oc- 
tober, 1938, inviting good life producers 
from such companies as Equitable So- 
ciety, Connecticut Mutual, Phoenix Mu- 
tual, New England Mutual and Massa- 
chusetts Mutual, which have no accident 
and health departments. The result 
was that in 1941, three years later, 
444 times as much accident and health 
business was brokered through the Chi- 
cago Office as in 1938. 

“Try that in your home town and let 
the life agent next door help pay your 
overhead,” Mr. Kingston suggested. 





Favor Payroll Deduction Plan 


BOSTON—A representative of the 
Selectmen’s Association of Massachu- 
setts endorsed the proposed statute to 
allow payroll deduction of premiums for 
insurance for public employes at a hear- 
ing here in charge of Commissioner 
Harrington. A plea for lowering the 75 








Life Expectancy Nearly 
Doubled in 60 Years 


Longevity of Metropolitan Life 
industrial policyholders has almost 
doubled in six decades. Although 
the systematic life tables com- 
puted by the Metropolitan Life’s 
statistical bureau were not started 
until 1911-12 estimates show that 
the expectation of life in 1879-1889 
was 34 years. By 1941 this was 
raised to 68.42. There has been a 
steady increase in expectation of 
life from 46.63 in 1911-1912, the 
50 year mark being passed in 
1919-1920, and the 60 year mark in 
1935. During the last decade the 
gain was five and one-half years 
and the last year alone, one-half 
year. 








percent participating requirement was 
answered by Judd Dewey, deputy sav- 
ings bank life insurance commissioner, 
who held that the 75 percent require- 
ment was needed to get a fair spread 
of experience. 





* Occidental Men now are selling... 


a $2,000 Life policy. 


change. 





THE POLICY 
WITHA 


ACCIDENT & HEALTH 
Written in combination with Life 
OFFERING: 


@ Accident benefits renewable to Age 70 for men, 
65 for women. Sickness benefits renewable to Age 
65 for men, 60 for women. 


@ Premium Waiver on Life and A&H. 
@ As much as $10,000 Accidental death benefit with 


@ Full A & H benefits plus Total Disability. 
@ No prorating of A & H benefits on occupational 


FOR FURTHER INFORMATION WRITE TO 
V. H. JENKINS, Vice President 


OCCIDENTAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 
LOS ANGELES 
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502 Quality 
for Mutual Life 
Club; Wilder Head 


It is announced that 502 agents of 
Mutual Life have qualified for 1941-42 
membership in the 
National Field 
Club and for re- 
gional honors. The 
educational confer- 
ences which these 
qualifyers would 
have attended have 
been called off. 





Officers for the 
1941-42 vear are: 
President, Joseph 
R. Wilder. Painted 
Post; N. Y.; ‘vice- 
presidents, Carl M. 
Heifetz, Chicago, Joseph R. Wilder 
who led the Chi- 


cago metropolitan division, and is now 
in the Coast Guard; Edward P. Leslie, 
Jr., Oklahoma City. leader west south 
central division; John R. Taylor, Char- 
lotte, N.. €., south Atlantic division; 
Paul Hoffman, Harrisburg, middle At- 
lantic; Lyle H. Funnell, Billings, moun- 
tain division; Floyd E. Holland, Grand 
Rapids, east north central; George A. 
Knutsen, Portland, Pacific; Sidney L. 
Levy, Kee agency, New York metro- 
politan: H. M. Livingston, Des Moines, 
west north central; Mrs. Eunice €. 
Bush, New Orleans, women’s division; 
Alan W. Spearman, Birmingham, east 
south central; and Joseph M. Gonzalez, 
of Manchester, N. H., New England di- 
vision. 

Mr. Wilder’s Career 


Mr. Wilder joined Mutual Life only a 
year ago, in April, 1941, making his rec- 
ord of leadership all the more outstand- 
ing. The post of president automatically 
is awarded that representative produc- 
ing the largest volume of new paid-for 
business or, if he has already served as 
president, the next-ranking producer, 
who has not previously held that office. 
Mr. Wilder ranked seventh among Mu- 
tual Life producers in the 1941-42 club 
year. Vice-presidents are those club 
members who have not previously 
served in office, with the largest produc- 
tion in the agencies located in each of 
the geographical divisions. 

Honorary vice-presidents, comprising 
leading producers who have previously 
held office and are, therefore, ineligible 
for reappointment, are Jacob W. Shoul, 
Boston, Sam S. Herwitz, Cincinnati, 
Emanuel A. Hyman, Baltimore; Louis 
Meister, Hartford; Cornelius J. Mce- 
Cole, Scranton; J. Dudley Miller, Ver- 
million agency, Chicago; Victor D. Hol- 
lander, Kassoff agency, New York City; 
Harry K. Wolkoff, St. Paul; Thomas T. 
Martin, Nashville, and Lester M. Beck- 
hard, Los Angeles. 

Of the club members and associates, 
six out of 10 have served the company 
for 10 years or more. Two out of ten 
have been with Mutual Life from five to 
10 years; 14 percent have served from 
two to five years; 2.8 percent from one 
to two years, while less than 1 percent 


have been with the company for less 
than one year. 
Twenty-year medals are _ being 


awarded six representatives upon gain- 
ing their 20th Field Club membership 
this year, they being K. M. Beckman, 
Columbia, S. C.; Alvah P, Conklin, San 
Francisco: Mott V. Hyde, Pittsburgh; 
Walter W. Jones, Los Angeles; Marvin 
R. Robbins,. Charlotte, N. C., and 
Charles S. Wilkins, Jackson, Miss. 





J. M. Crume Arises Again 


Suit for infringement of copyright by 
distribution of 1,500,000 copies of an 
explanation of the reorganization plan 
for Pacific Mutual Life has been filed 
in federal court at Chicago by J. M. 
Crume of that city. He asks damages 
of $1 per copy distributed and an injunc- 
‘tion. 

Crume injected himself into the Pa- 
‘cific Mutual case, as he did in several 


_LIFE IN SURANCE EDITION 


fr 








other insurance siaciiaiaiitailltas He 
contends that the booklets distributed 
contained the essence of a mutualization 
plan which he suggested previously in 
booklet form and had copyrighted. 


Leads Fight for Sales Tax 

C, V. Anderson of Cincinnati, former 
president of the National Association of 
Life Underwriters, as national chairman 
of the people’s committee to defend life 
insurance and savings, is conducting a 
campaign for inclusion of a general re- 


tail sales tax in the new federal tax 
program. He is seeking to have the 


fight carried to the floor of Congress. 
Mr. Anderson issued a statement to the 
effect that the war is threatening life 


insurance and savings because of com- 
fiscatory corporation taxes, increased 
personal taxes causing default in pre- 


miums and inflation. 


He contends that 


through a general retail sales tax cor- 
poration taxes can be reduced and life 
insurance premiums exempted from tax- 
ation. 





Sponsor Farm Youth School 
AMES, IA.—Ninety-five Iowa boys 
and girls have been selected to attend 
the second Iowa farm youth school 
which is sponsored by the Bankers Life 
of Iowa in cooperation with Iowa State 


College. The school will be held at 
the college July 12-Aug. 22 and is 


offered in the interest of better trained 
and more efficient farm youth. 





Bert A. Hedges, Kansas manager 
Business Men’s Assurance, is holding 
his annual agency picnic at his home in 
Wichita on July 3. The agency is cele- 
brating a 50 percent increase in business 
during the past year. 


H. E. McClain Nominated 
for Ind. State Treasurer 





President We es 


INDIANAPOLIS—H arry E. Me- 
Clain, former insurance commissioner of 
Indiana and for several years executive 
secretary of the Indiana Association of 
Insurance Agents, was nominated, al- 
most without opposition, for state treas- 
urer at the Democratic convention here 
Tuesday. Mr. McClain served as com- 
missioner during the term of Paul V. 
McNutt as governor. He served for a 
time as secretary of the Association of 
Legal Reserve Life Companies of In- 
diana. 





Grant has been invited to attend the 


festivities. 





iT 





"THAT MAN ROBERTS SEEMS TO BE 
EVERYWHERE, RALPH’ 


“BEST INSURANCE MAN IN TOWN, 
TOM—AND A REAL CREDIT 
TO THE COMMUNITY...” 





. «- Which reminds me that you and I owe a lot to men 
like Roberts. They serve the interests of the individual 
and of the whole community by doing their best to see that 
every man has the insurance he needs. It’s a big job, a 


mighty important service to all of us!” 


LIFE INSURANCE COMPANY 


oF Boston, MASSACHUSETTS 
GUY W. COX, President 
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War Damage Cover 
Hurting Life Sales 


Hard to Persuade Busy 
Brokers to Utilize Contacts 
with Clients 


NEW YORK — General insurance 
brokers here are so busy signing up 
their clients for the new government 
war damage insurance that brokerage 
solicitors of life agencies are finding it 
extremely difficult to interest them in 
selling life insurance. The situation 1s 
particularly exasperating to brokerage 
men because of the excellent opportu- 
nity that the brokers have for getting 
in a plug for life insurance. 

While the immediate urgency of get- 
ting war damage insurance in force 
before the present “free” insurance ex- 
pired July 1 would not permit a broker 
to sit down and do a real life insur- 
ance selling job the fact that he is 
talking to practically every one of his 
policyholders gives him an excellent 
opportunity to mention life insurance 
and find out if there has been any 
change in the client’s setup that would 
make additional life insurance at all 
salable. 

Affects Prospecting Work 


Unfortunately the brokers’ concentra- 
tion on war damage insurance distracts 
their attention away not only from im- 
mediate life insurance sales but also 
from prospecting for future sales, This 
is less important than in the case of a 
full-time man, as ordinarily brokers do 
not go in very heavily for organized 
prospecting. ; } 

Somewhat the same _ situation § pre- 
vailed here when the new New York 
automobile financial responsibility law 
went into effect the first of the year. 
At first brokers were apathetic about 
it but when they discovered how many 
of their insured were being frightened 
inte buying automobile liability cover- 
age the brokers concentrated on this 
type of business. It was a fine chance 
to talk life insurance but only a few 
of them could be induced to take the 
small amount of time necessary. ; 

It is of course fortunate for their 
full-time competitors that brokers fail 
to realize the ease with which a bro- 
ker can get a case away from a full- 
time man, despite the latter’s superior 
technical knowledge, just because of 
having the inside track. Many brokers 
who have taken the trouble to talk life 
insurance to their clients have closed 
cases that were stirred up by full-time 
competitors. 





Coffin Conducts Tex. Meetings 


Vincent B. Coffin, vice president of 
Connecticut Mutual Life, conducted a 
series of regional meetings at Houston, 
San Antonio, and Dallas. He presented 
awards to Wm. L. Bailey of San An- 
tonio and Paul Engelhardt and L. M. 
McDaniel of El Paso for having quali- 
fied for the Jacob L. Greene Club. 
Those qualifying for the Dependables 
are B. R. Adams, Sr., Wm. L. Bailey, 
Monte Burt, Paul Engelhardt, Dan Kil- 
gore, Clayton Rystrom, Mrs. Jean J. 
Weber, and Emanuel Welsch. In San 
Antonio, the group was entertained at 
a luncheon with Lloyd Silberberger, 
acting general agent, as toastmaster. Lt. 
G. Archie Helland, the general agent, 
was a guest. 

T. A. Buckner, retired chairman of 
New York Life, is convalescing at St. 
Luke’s Hospital, New York, following 
on operation three weeks ago. He was 
able to sit up Tuesday and expects to 
be out of the hospital by July 15. 





Speaking before the La Crosse, Wis., 
Business Men’s Club, Lloyd Guggen- 
buehl, Metropolitan Life, explained life 
insurance tax legislation now before 
Congress. 
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W. A. R. BRUEHL, SR. 


CINCINNATI—W. A. R. Bruehl, 
Sr., general agent of Home Life, has 
just completed 60 years of uninter- 
rupted service with the company. Only 
a few weeks ago he retired as Cincin- 
nati general agent, being succeeded by 
his son, W. A. R. Bruehl, Jr., who has 
been actively associated with the com- 
pany for the past 35 years. Mr. Bruehl, 
Sr., is continuing to serve as associate 
general agent. He was preceded as 
general agent by his father, R. A. W. 
Bruehl, who founded the agency less 
than a year after Home Life started 
in business in 1860. 

Mr. Bruehl, Sr., who has just passed 
his 79th birthday has a record for 
length of service unrivaled in his com- 
pany. His long record with Home Life 
has been paralleled by active participa- 
tion in Cincinnati’s life underwriting 
and civic groups. He was largely re- 
sponsible for the successful reorganiza- 
tion of the Cincinnati Life Under- 
writers Association in 1910 and served 
as president at that time. He was also 
a leading force in the organization of 
the Ohio Association of Life Under- 
writers. In 1916 he was elected chair- 
man of a membership drive of the 
National Association of Life Under- 
writers. 

The “House of 
sented Home Life in 
more than 82 years. 


Bruehl” has _ repre- 
Cincinnati for 





Companies Lose Big Annuity 
Tax Case in California 
SAN FRANCISCO—Life companies 


operating in California must include con- 
siderations paid for annuities in report- 
ing gross premum receipts for taxation 
purposes, under an opinion rendered by 
the first district court of appeals. The 
opinion confirms a judgment of the 
lower court, which denied claim of 
Equitable Society that consideration paid 
for annuities was not premium and was 
therefore improperly included in gross 
premium receipts. 

The opinion also denied a demand for 
refund of taxes paid by Equitable under 
protest on annuity business in Califor- 
nia for 1935, amounting to about $300,- 
000, and denied that certain payments on 
contracts which never matured as annui- 
ties were return premiums and therefor 
deductible from gross. It is estimated 
between $8,000,000 and $9,000,000 in 
taxes are involved in this test litigation, 
which was handled for California by 
= Cunningham, deputy attorney-gen- 
eral. 





Group Departments Hard Hit 


Group departments of life companies 
are losing a great many men to the army 
and navy. Because group business is a 
comparatively new development there is 
1. large number of younger men in this 


phase of life insurance work. For a 
number of vears group writing compan- 
ies have made it a practice to build up 
their organizations by selecting college 
graduates right after they leave school 
and give them special training. A ma- 
jority of the group men entering serv- 
ice are qualifying for commissions. 





Prudential Makes Record 
Loan in Cincinnati 
CINCINNATI—What is said to be 


the largest real estate loan ever made by 
the Prudential on property controlled by 
a single estate, and the second largest 
loan ever made in Cincinnati, was an- 
nounced by Thomas Emery’s Sons, Inc., 
owners of the Carew Tower and Nether- 
land Plaza Hotel. The refinancing plan 
involves $11,500,000 and covers some of 
the principal holdings of this large es- 
tate. 

The new loan also concentrates the 
mortgage obligations into a_ single 
source, whereas formerly several life 
companies including Northwestern Mu- 
tual and Union Central and certain 
banks each held individual parts. In ad- 
dition to the hotel and the Carew Tower, 
a number of other smaller pieces oi 
property are now covered in a single 
blanket mortgage. 

Ranking second only to the original 
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loan of $12,000,000, which was divided 
among several lenders, the new mort- 
gage which is scheduled to run for 15 
years, shows, according to local repre- 
sentatives of the company, the Pruden- 
tial’s high regard for Cincinnati real es- 
tate. G. W. Palmer, manager of the 
company’s mortgage loan office which 
happens to be located in the Carew 
Tower, one of the main properties cov- 
ered, handled a large part of the ar- 
rangements. 





Old Line Life of America, has re- 
ceived a certificate from the Treasury 
Department and is now authorized to 
fly the Minute-Man Flag since more 
than 90 percent of its home office 
employes in Milwaukee are now buying 

. S. war bonds through the salary 
allotment plan. 





T. H. West, Phoenix Mutual Life, 
Portland, Ore., is Republican nominee 
for Multnomah county commissioner. 





A hundred soldiers, sailors and coast 
guardsmen were guests of Provident 
Mutual Life at the annual field day of 
home office employes. Agents of the 
three Philadelphia agencies and retired 
employes also attended. Women em- 
ployes served as hostesses for the serv- 
ice men. There was a dinner-dance. 
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Sis Hoffman Now 

. a 2 a = Z 
Life ‘Millionnaire 

CINCINNATI—The high honor and 
most unusual distinction of becoming the 
first woman life 
member of the Mil- 
lion Dollar Round 
Table has just been 
achieved by Sis 
Hoffman, long rec- 
ognized as one Of 
the leading women 
agents of the coun- 
try. Official confir- 

- mation of this 

; achievement has 
4 : just come through 
a Robert M. Bur- 
a roughs, chairman 
of the Million Dol- 
Sis Hoffman lar Round Table, 
although it was on May 31 that she com- 
pleted this record. Sis Hoffman, who is 
now in her 18th year in the business and 
has spent her entire career in the same 
office, the Judd Benson agency of Union 
Central, has paid for over 8% million 
and sold over 800 cases. Despite the fact 
that she has now paid for over a million 
a year for three consecutive years, she 
still claims to have never “sold” a pol- 
ity. Every cent of her last year’s mil- 
lion was placed in Union Central. 

Those familiar with Miss Hoffman's 
methods attribute her success to her in- 
tense desire to succeed, her well devel- 
oped knack of presenting the story sim- 
ply and her unusual ability to maintain 
a happy frame of mind at all times, no 
matter what happens in her daily work. 
Believing that the right mental attitude 
is so exceedingly important, she con- 
stantly reads all of the inspirational ma- 
terial she can get her hands on and 
makes a strong point of how this has 
helped her to raise her sights. She be- 
lieves strongly in keeping high quotas 
for herself and in being completely confi- 
dent that each case stands on its own 
merits. Her approach is low pressure, 
usually through some well established 
center of influence and she always tries 
to avoid any appearance that her life de- 
pends on the case. 


Saves Emotion for Closing 


Miss Hoffman constantly strives to 
make the presentation reasonable. Show 
your prospect that you have his or her 
interest at heart but talk large amounts, 
she recommends, and use emotion only 
for the close. Having two daughters, 
who were both babies when she started 
in the business and one of whom was re- 
cently married, Sis Hoffman has found 
her best field among mothers, particu- 
larly widows. Even the toughest women 
may be reached when discussion is di- 
rected to their children, she says, and 
this is one of the springboards she has 
used most effectively. 

Recognizing long ago that you cannot 
write a million a year without a number 
of big cases and realizing that increased 
taxes making the payment of large pre- 
miums from income practically out of 
the question even for very wealthy peo- 
ple, she started some time ago telling her 
prospects not to plan to pay the pre- 
mium out of income but rather out of 
principal. This is becoming more and 
more important today, she says, and in 
all laree cases she recommends that the 
policyholder not even try to pay out of 
income. One of her pet questions is, 
“What is it you want more than any- 
thing else?’ This she answers by “to be 
reassured.” From her experience, Miss 
Hoffman has found that women will 
often admit that they have no business 
at all in the stock market. What they 
want to be sure of is that life insurance 
is good property and that they won’t 
lose even if they are unable to continue 
premium payments. In preparing a case, 
she finds out everything possible about 
the prospect first and then discusses the 
whole situation with her associates in 
the agencv. From then on she lives, 
eats and sleeps the case until it’s sold, 
deliberately avoiding many of the details 
in the early stages so as to have them as 
a secondary defense at the time of clos- 
ing. 
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Honor Zimmerman 
at Outing Before 
Entering Navy 


Charles J. Zimmerman, Chicago gen- 
eral agent of Connecticut Mutual Life, 
who left Thursday for Washington to 
take an important post in the navy as 
a commissioned officer, was host to his 
entire agency staff at the annual out- 
ing held at Lincolnshire Country Club. 
P. M. Fraser, agency vice-president, 
was on from the home office and at a 
dinner made awards to agents qualify- 
ing in the club year. 

The Jacob L. Greene Club awards went 
to Burr G. Blair, Knowles B. Hallowell, 
Jacob Sommerfield, G. L. Samuelson, 
Melvin Solon, Walter Samelow and 
Fred G. Reed. John C. Bick and Baird 
H. Barnow won the qualified supervis- 
ors corps awards. Mr. Blair also won 
the President’s Club certificate and 
Alan Schwartz, first year agent, quali- 
fied for the convention. 

Vice-president Fraser also paid his 
respects at the dinner to Samuel T. 
Chase, general agent emeritus, as a 
sportsman as well as life insurance 
man and compared him to “Man O?’ 
War” as tops in his line. 


Agent Impersonates Boss 


A hit at the dinner was a pseudo- 
agency meeting in the Zimmerman 
agency in which Thomas J. Murphy 
impersonated Mr. Zimmerman, with 
his nervous pacing, smoking a cigarette 
and turning sidewise to look at the 
ceiling while he puffed smoke and com- 
posed the next sentence. 

Mr. Zimmerman was presented a fine 
engraved watch from the “gang,” which 
was timely as his own watch had just 
stopped running before the presenta- 
tion. Gilbert Samuelson, who has been 
with the company 35 years, did the 
honors. 

Winners in the golf tournament were 
Wesley Becwar, low net; Robert Thor- 
son, second low net. There was a soft- 
ball game and horseshoe tournament in 


the afternoon. William Baldwin, Re- 
tail Credit, was a guest. 
A special campaign started June 1 


to wind up July 11 honoring the fifth 
anniversary of the agency and Mr. 
Zimmerman’s leave-taking. The June 
production showed a good plus and it 
is anticipated the July total will break 
all records for that month in the agency. 


Special Edition Distributed 


A special issue of the agency’s “Life 
Line,” monthly publication, was printed 
giving in brief the agency’s history 
during its five years under Mr. Zim- 
merman and reproducing testimonials 
with reproductions of signatures from 
leading life insurance men who have 
worked with Mr. Zimmerman in his na- 
tional activities, and also from members 
of the agency. Included in these were 
notes from Vice-president Fraser, Vin- 
cent B. Coffin, John A. Witherspoon, 
president National Association of Life 
Underwriters, Grant Taggart and Her- 
bert A. Hedges. 


Lawrence Priddy, president in 1916 of 
the National Association of Life Un- 
derwriters and a past president of the 
New York City association, is critically 
ill at his home in Miami Beach. For 
the last several years he has not been 
active in life insurance selling but he 
has one of the most notable records in 
the business. He produced more than 
$3,000,000 of business in his peak year 
and has more than $50,000,000 in force 
on his clients. He has been one of 
the most active figures in advancing the 
ethical standards of life insurance sell- 
ing. 





John R. Hardin, president Mutual 
Benefit, has retired as a charter trustee 
of Princeton University, but receives the 
title of “trustee emeritus.” He has been 
a trustee since 1925. 











These Vows Are Sacred 


When a man marries he makes definite com- 
mitments that cannot be taken lightly. 


Even the phrase “until death do us part” im- 
plies more than it says, for man himself has 
come to recognize that his obligation goes 
even further than that. 


Through life insurance, he is enabled to pro- 
tect the woman of his choice even after he 
dies, if he fails to survive her. 


The bridegroom is an ideal prospect, how- 
ever modestly he may begin to build his life 
insurance program. 


And he remains a customer through the 
long years ahead. 
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Negro Association 
Reelects Ofticers 
at Birmingham 


The National Negro Insurance Asso- 
ciation reelected officers, including A. T. 
Spaulding, North Carolina Mutual Life, 
president, at the annual convention in 
3irmingham. The officers will hold 
office for duration in case no further 
conventions are held while the war 
is on. 

In an executive seminar, problems 
created. for Negro companies by war 
were discussed. A subject studied was 
as to whether premiums should be 
increased, benefits reduced or overhead 
cut in order to keep the companies 
sound and enable them to pay increased 
costs of 


taxes and bear other greater 
doing business. ; 
Superintendent Julian of Alabama 


praised the records of burial companies, 
which he said operated under the same 
rules as other insurance companies. 
Negro companies are under the same 
regulations as those operated for white 
people, he said. 

Go On Executive Committee 


Provident Loan Society, 
Philadelphia, and J. F. Harris, Rich- 
mond Beneficiary Life, Richmond, were 
elected on the executive committee. 

A committee headed by M. S. Stuart, 


A. Faison, 


Universal Life, Memphis, reported 
Negro companies and employes had 
purchased more than $2,000,000 of 


defense bonds in the last year. There 
Was a parade in the interest of bond 
sales, and a rally at which William 
Pickens, Negro representative of the 
Treasury, and G. W. Cox, vice-president 
North Carolina Mutual, were speakers. 

The keynote address on “An All-Out 
Offensive by Negro Insurance Compa- 


nies” was made by A. Beavers, vice- 
president Golden State Mutual, Los 
Angeles. and Miss V. G. Thompson, 
North Carolina Mutual, spoke on pur- 
chasing and conserving material and 
supplies. 

Separate agency and medical section 
meetings were held. 


The organization is composed of 41 
companies and 11 state or local associa- 
tions. Birmingham companies serving 
as hosts were: Booker T. Washington 
Burial, Bradford’s Funeral Systems, and 
Protective Industrial. 


Present Luncheon Memento 
to Gale F. Johnston 


NEW YORK—President L. A. Lin- 
coln of Metropolitan Life gave a lunch- 
eon in honor of Third Vice-President 
Gale F. Johnston and Frank M. See and 
Isadore Samuels, general agents of New 
England Mutual Life in St. Louis and 
Denver, respectiv ely. Other guests were 
officers of Metropolitan. 

Members of the committee which ar- 


ranged a mammoth farewell luncheon 
for Mr. Johnston at St. Louis last Feb- 
ruary, Mr. See and Mr. Samuels had 


been delegated to present to Mr. Johns- 
ton a bound volume containing the many 
congratulatory and farewell messages 
that had been received from those unable 
to attend the luncheon. Mr. See made 
the presentation, reviewing Mr. Johns- 
ton’s extraordinary record of civic serv- 
ice and vividly describing the luncheon, 
at which more than 1,000 of Missouri’s 
leading citizens gathered to say good-bye 
to Mr. Johnston when he left his post as 
regional group manager to go to the 
home office. Because of his notable 
service to the nation when drafted by 
the Secretary of the Treasury to or- 
ganize and direct the sale of defense 
savings bonds, he was hailed as “St. 
Louis No. 1 Minute Man” at the Febru- 
ary luncheon. 


“Marketing Life Insurance” contains 
over 600 pages. Send $6 for copy to Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago. 


FieNATIONAL UNDERWRITER_— 








nmenaial American Makes 
Changes in Wilmington 


Changes have been made in the Wil- 
mington branch office by Continental 
American Life e 
John F. Hazel, a 
field veteran of 
Continental Amer- 
ican, was named 
manager, and Ken- 
neth N. Brown, 
supervisor in the 
Rochester branch, 
was appointed as- 
sociate manager at 





Wilmington. Ralph 

W. Horn, who has 

been with Contin- 

ental American for 

nine years and 35, F: Maset 
manager of the 
Wilmington branch for five, has re- 
signed. 

Mr. Hazel has been associated with 
the company 26 years and in the field 
19 years. He is one of the most con- 


sistent producers and is a member of 
both the Presidents and Convention 
Clubs. 

Last year Hazel was guest of 
honor at a 25th anniversary luncheon 
given him by his colleagues. He is 
brother of J. H. Hazel of Dover, Del., 
another Continental American veteran 
who formerly was lieutenant governor 
of the state. 

Mr. Brown, a native of Rochester, is 
not a newcomer to Wilmington. He 
spent most of last year on special as- 
signment work for the agency depart- 
ment at the home office and lived in 
Wilmington. 

He entered life insurance business in 
January, 1940, working under his father, 
Kenneth R. Brown, manager at Roches- 
ter. During his first year he earned 
the title of vice-president of the agency 
clubs for case leadership and qualified 
for the Founders Club and for two spe- 
cial contest clubs in connection with the 
campaign to dedicate the new home 
office building. 


Mr. 


Canada Savings Tax 
Exempts Premiums 


Much interest is taken in the fact that 
the Canadian budget for 1942-43 contains 
a provision for a oy reid savings 
plan to be inaugurated Sept. There is 
the interesting “provision oe premiums 
paid on life insurance contracts in force 
at the time will be accepted as part of 
the compulsory savings requirement. 
For instance, where the refundable por- 
tion of the tax (the compulsory savings 
feature) is say $200 and insurance pre- 
miums of $200 a year are being paid, the 
individual will not be required to pay the 
minimum savings requirements into the 
Treasury. This applies only to insur- 
ance in force on Jan. 1, 1942. 

A similar deduction ‘applies to princi- 
pal (but not interest) payments on a 
mortgage on one property of the tax- 
payer. It is not specifically limited to 
residences, although it was obviously in- 
tended for this purpose. 


Inheritance Tax Does Not 
Apply in N. C. When Insured 
Has No Control Over Policy 


RALEIGH, N. C.—The North Caro- 
lina supreme court has ruled that the 
state cannot legally collect inheritance 
or excise taxes on life insurance pro- 
ceeds in cases where the insured has 
no control over the policy. 

In handing down the decision, the 
court ruled that $201,000 received by 
Mrs. Annie M. Harris of Winston- 
Salem, N. C., from life insurance poli- 
cies after the death of her husband, 
Carl Harris, were not subject to state 
taxes because she took out the policies 
herself and her husband, although he 
paid the premiums, could not cancel 
the policies or change the beneficiary, 


had no rights in them and therefore had 
nothing to transmit. 

The supreme court declared that “the 
thing taxed is the privilege of trans- 
ferring and it is essential that there 
shall be a transfer, within the meaning 
of the statute, from decedent to the 
beneficiary by reason of death. There 
must be a transfer of something before 
there can be a tax upon its transfer and 
where the decedent had no interest in 
or control over the policy which could 
be transferred by his death its proceeds 
are not subject to our inheritance tax 
law.” 

The court decision instructed 
the funds paid under protest as 
tance tax, which amounted to 
$15,000, be returned. 

State Revenue Commissioner Max- 
well of North Carolina has commented 
that efforts will be made to have the 
law amended. 


New Mutual Life “Ad” 
Campaign on Timely Theme 


The Mutual Life is launching a 
powerful new advertising campaign for 
the second half of the year, on a new 
and timely theme. Six national maga- 
zines, with a combined circulation of 
15,000,000 and 34,000,000 readership, 


that 
inheri- 
around 


July 3, 


1942 





will be used. It is estimated that the 
company’s message will reach most of 
the $2,000-and-up families in the coun- 
try. The first “ad” will appear in the 
Saturday Evening Post June 20. The 
other five publications to carry the new 


series are Life, Collier’s, Time, Ameri- 
can Home, and Better Homes & Gar- 
dens. 


“The Job Is Bigger Now!” has been 
selected as the theme of the campaign 
which will be directed at civilians who 
are busy on the home front. Each ‘ad”’ 
will feature the extra wartime signifi- 
cance which now attaches to the work 
of a particular civilian group. It will, 
at the same time, drive home the big- 
ger job that the premium dollar has to 
do in wartime, and emphasize “Large 
insurance security—at a small cash out- 
lay,” now available through the four 
new low-cost policies, which the com- 
pany is issuing. Illustrations will 
dramatize the mechanic on the “Mac- 
Arthur Shift,” the girl in aircraft 
jumpers, the farmer behind our “Food- 
for-Freedom” program, the business 
and professional men whose leadership 
sustains every wartime organization. 





Write more accident business by sub- 
acne? to The Accident & Health Re- 

ew, $2 a year 175 W. Jackson Blvd. 
, “hie ago. 
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Aetna Life Holds Stimulating Rally 


(CONTINUED FROM PAGE 1) 





neither can the man who needs life in- 
surance wait until the war is ower. 
There never was a time when people 
were so dependent on life insurance as 
they are now, he said. 

Since it is estimated that about 20 
percent of the pre-war life insurance 
sales force have gone into the armed 
forces or into some type of essential 
defense work, the remaining agents 
must do enough business to offset this 
20 percent loss if normal production is 
to be maintained, he said. Remarking 
on the fine production record in Canada, 
Mr. Whatley observed that the average 
production per agent there is at an all- 
time high and while it is true that 
Canada has no government life insur- 
ance for its soldiers and sailors only 3 
percent of the new business is coming 
from members of the fighting forces. 


Luxuries Are Biggest Competition 


Mr. Whatley said that it had always 
seemed to him that the greatest com- 
petition has been not other life com- 
panies but luxuries. Many of these the 
prospect can no longer purchase. He 
predicted that in spite of the production 
decreases which life insurance has 
shown for the last few months 1942 
would exceed 1941 and that this pace 
would continue through 1943. 

Discussing the cordial relationship 
between the underwriting and agency 
departments, Mr. Whatley said that a 
representative of the agency depart- 
ment sits with the underwriting com- 
mittee which reviews the previous day’s 
declinations and that in all the time 
he had represented the agency depart- 
ment on this committee he had found 
himself unable to take issue with more 
than two decisions to decline and in 
both of these W. H. Dallas, vice- 
president in charge of underwriting, 
had himself questioned the declinations 
and both cases were salvaged. He said 
that the percentage of declinations is 
misleading, since some declined cases 
were declined in the agent’s own mind 
before he sent them to the home office. 





REGIONNAIRE AWARDS 





At the luncheon Mr. Whatley pre- 
sented the awards to the members of 
the five metropolitan area agencies who 
qualified for the regional convention. 
General Agent G. V. Austin of the 
Brooklyn agency presided at the lunch- 
eon session and was chairman of the 
morning and afternoon sessions as well. 

Emphasizing the importance of the 
agent’s work during wartime, R. B. 
Coolidge, superintendent of agencies, 
admitted that he was aware of the 
tendency of almost every type of busi- 
ness today to rationalize about its 
value to the war effort. Going through 
a magazine recently he was surprised 
how many national advertisers were 
winning the war single-handed. He 
cited not only manufacturers of rail- 
road equipment and the steel companies 
but such products as Wheaties, Kleenex 
and the makers of Dr. Scholl foot 
trouble remedies, the all-time high be- 
ing a summer resort advertising, ‘“Va- 
cations for Victory,” which argued that 
keeping fit is almost as much of a pa- 
triotic duty as buying war bonds or 
saving sugar. 


Coolidge Gives Yardstick 


Because of this danger of exaggerat- 
ing the importance of one’s own line 
of work in relation to the war effort 
Mr. Coolidge laid down four specific 
tests indicating that the sale of life in- 
surance is important for the same rea- 
sons that the sale of war bonds is im- 
portant. At the same time he pointed 
out that the life insurance business is 
not competing with the sale of war 
bonds because, “no matter what we do 
or others do people will not put all 
their surplus income into war bonds.” 

The sale of war bonds is important, 


XUM 


he said, because it supplies money for 
war needs, because it helps curb infla- 
tion, because it keeps America worth 
fighting for by fostering the spirit of 
bearing our share of the war’s burdens, 
and finally because war bonds will be a 
cushion for the postwar deflation. 

On this basis how does life insur- 
ance stack up? he asked. Citing the 
rate at which life companies are pour- 
ing money into government bonds, in- 
cluding war bonds, he said that in 
spite of the tremendous sale of war 
bonds by life insurance men the com- 
panies have bought more than twice 
this amount. On the second point, as 





Ss. T. WHATLEY 


an anti-inflation measure life insurance 
is just as effective as war bonds, in 
taking off surplus spending power. 


Insurance Builds Character 


As for the third point, making Amer- 
ica worth fighting for, Mr. Coolidge 
said that while the late President Cool- 
idge said that a life insurance policy is 
a certificate of character it is more than 
that, it is a builder of character. 
Finally, as a cushion against post-war 
inflation the value of life insurance 
when money is needed is obvious. Mr. 
Coolidge concluded that if the sale of 
war bonds is extremely urgent then 
the sale of life insurance is very im- 
portant to this country. 

The whole war effort is so gigantic 
and any individual’s efforts are neces- 
sarily so small that a person may feel 
that what he does makes little differ- 
ence. This statement is true as it ap- 
plies to any one soldier, or any one 
farmer, or factory worker. Likewise 
the life agent may feel that America 
will still be America regardless of the 
kind of prospecting job he does and he 
will be correct. But, Mr. Coolidge 
warned, if we add up all these attitudes 
the result is defeat for the United 
States of America. For the same rea- 
son that the war effort is so gigantic 
that any individual’s part is small it 
is also so gigantic that winning it will 
require the utmost effort of every 
person. 





ESTATE TAX NEEDS 





There is an obligation to do a job 
that hasn’t been done, he said, especi- 
ally as regards prospecting, for this 
year is going to be a prospecting year 
because of rapidly changing conditions. 
Dividing prospects into large, small, 
and middle income groups, Mr. Cool- 
idge said that men of wealth have little 
idea how much it is going to take to 
pay their estate taxes. He cited a case 
of a man with an estate of $200,000 and 
$55,000 of life insurance. Asked how 
much it would take to pay his estate 


taxes, the prospect replied that he sup- 
posed it would be about $5,000. Since 
the actual figure would be around 
$50,000, this would almost wipe out his 
entire life insurance. Mr. Coolidge said 
this was a fair sample of how much 
wealthy men know about their tax situ- 
ation, and that lots of life insurance is 
going to be sold for estate tax 
purposes. 


“Put Yourself on the Spot” 


In the small income group men are 
making the highest real incomes they 
have ever made and are not able to 
spend all their money. Hence they 
are fine prospects. 

The middle income group is still the 
best market in spite of higher taxes 
and expenses. Their incomes are going 
up, too, and the very things they can 
no longer buy mean there is more 
money with which to buy life insur- 
ance. Mr. Coolidge mentioned particu- 
larly those in this group whose _in- 
comes have increased faster than their 


living expenses and their life insurance 
programs. ; 
Stressing the vital importance of 
doing a good prospecting job, Mr. 
Coolidge urged everyone to put him- 
self on the spot, to say to his general 
agent, “I know how to prospect. I 
haven’t been doing the job as well as 
I might but I am going to lick it now. 
I want you to follow me up and I want 
to show you what I have done. I want 
you to tell me if you think I’m lying 
down on the job.” 
Reviewing the gradual change in at- 
titudes toward life insurance, Mr. Cool- 
idge said that there is a need to get 
an entirely new concept. In 1919, when 
he started in the business, the attitude 
of the public was that life insurance 
was a “good thing.” The man with 
$10,000 of life insurance was regarded 
as being all set. Then programming 
and selling for needs came along. In 
the mid-1920’s came the discovery that 
life insurance is an investment and the 
field forces had some success in selling 
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Great Southerners 


Have Joined Up 


New War Time Work Schedule 
Adapted by Men in the Field 


Great Southerners are pledging themselves 
for the duration to the two most vital needs of 


A self-sustaining war through the purchase 
of War Bonds to provide all the planes and 
tanks and ships and guns we will need to whip 


A self-supporting Victory through the owner- 
ship of Life Insurance to provide ourselves and 
our families the means to carry on when Peace 
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this idea but there was considerable 
competition from the stock market. 


After the crash the people realized that 
life insurance was not only an invest- 
ment but a prime investment. 


Now the Only Investment 


Today there is a new phase: Life in- 
surance is no longer the best invest- 
ment but is the only investment. Of 
course, there are war bonds but this is 
a special situation and these bonds 
won't always be available. 

In the old days people had some 
hope of building an income through 
other means than life insurance but 
with current interest yields there is no 
way that a man or his family can live 
on his accumulations except through 
the medium of life insurance. The in- 
dependent incomes of the future are not 
going to be interest income but distri- 
butions of principal with a little in- 
terest. he declared. In support of this 
Mr. Coolidge cited an article in a Jan- 
uary issue of “Time” magazine which, 
in referring to the sacrifices made by 
dollar-a-vear men in going to Wash- 
ington, mentioned the large life insur- 
ance premiums which many of them 
have substituted for stock market pur- 
chases. 


Trustees of Security 


“We have become the sole trustees 
of the individual security and freedom 
of the people of the United States,” Mr. 
Coolidge declared. “Think what that 
means. We say freedom and security 
are worth any price and yet how much 
freedom and security does a broke old 
man have?” 

Telling of a specific case of an ill 
and elderly man having no income ex- 
cept donations of relatives, Mr. Cool- 
idge said that the only freedom for 
that man will be death, “and he is look- 
ing forward to it.” He quoted a state- 
ment of President John A. Wither- 
spoon of the National Association of 
Life Underwriters that the only differ- 
ence between an elderly lady and an 
old woman is money. Mr. Coolidge 
urged everyone to read the article in 
the June 27 issue of the “Saturday 
Evening Post” entitled “I Can’t Get a 
Job,” by Georgia Long. This is a 
brief and poignant story of a woman 
who at 57 has found herself unable to 
find employment, though there are 
plenty of johs for younger women. 


GROUP COVERAGE 


Group insurance presents a_ special 
opportunity today because in an ex- 
panding market sales resistance is less, 
higher taxes mean that the employer’s 
contribution is in effect less costly and 
labor unions are becoming more and 
more conscious of the advisability of 
having group insurance, said H. S. 
Snow, assistant secretary of the group 
division, who pinch-hit for O. A. Krebs, 
manager group department New York 
City, who was ill. 

Mr. Snow urged that agents not only 
sell the employer on approving the plan 
but on giving it his active and enthu- 








siastic support. He called particular 
attention to the field of wholesale in- 
surance, ranging from 10 to 50 em- 


ployes, pointing out that the agent has 
a chance of two commissions, one when 
the original case is written and another 
when it exceeds 50 and is converted to 
a group basis. He declared that every 
concern with 10 or more persons is a 
prospect and the agent should go after 
it or someone else will. 


Urges Prepared Sales Talks 


E. M. Reed, agency assistant, spoke 
eloquently in favor of prepared sales 
talks. He decried the attitude of the 
agent who says in effect, “My long 
sales experience serves me instead of 
advance preparation.” He quoted Pa- 
derewski’s statement that if he omitted 
practicing one day, he knew it, for two 
days the critics knew it, and if he 
failed to practice for three days the 
public knew it. Mr. Reed said he would 
agree that preparation is long, hard. 
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unpleasant toil but is essential for 
champions in any line. 

As to the argument that a prepared 
sales talk won’t sound natural he agreed 
that if it is poorly presented it will not 
sound natural and is definitely objec- 
tionable but asked his audience if they 
had ever seen a play at its first re- 
hearsal and then on the opening night. 

Claude Spaulding, assistant general 
manager New York office, stressed the 
advantage of selling accident insurance 
but said that no satisfactory volume 
could be built on a hit-or-miss basis. A 
certain definite amount of time should 
be devoted to accident sales. One im- 
portant point is to deliver the first re- 
newal personally, During the first 
year the insured will have largely for- 
gotten why he bought the insurance 
and needs to be resold. Agents who 
follow this practice keep their business, 
Mr. Spaulding said. After the first re- 
newal there is less need of this personal 
delivery. 


Accident Insurance Sales 


Mr. Spaulding asked how good an in- 
surance adviser an agent could consider 
himself if he forgets to tell his clients 
about accident insurance, which he 
termed the most important kind of in- 
surance there is. All other possessions 
can be re-created but not a man’s 
earning power once it is lost. Yet 
there are men in the insurance busi- 
ness that forget to talk about accident 
coverage. He told of a Detroit agent 
who made a good contact of a young 
executive and sold him a good line of 
coverage but never mentioned accident 
insurance. An automobile crash totally 
and permanently disabled the man, who 
asked the agent, “Did you ever sell me 
any accident insurance to take care of 
all this?” The agent had to admit that 
he had not and later told Mr. Spaulding 
that it was the most unpleasant thing 
that had ever happened to him. 

W. H. Dallas, vice-president in 
charge of underwriting was unable to 
be on hand because of illness and in- 
stead of his talk there was a “double 
or nothing” quiz with cigars as the 
prizes. Members of the audience, se- 
lected by lot, answered questions on 
underwriting rules. The only one to 
get the possible maximum of eight 
cigars was G. G. Steiner of the Luther 
agency. Earl Carter, assistant secre- 
tary of the underwriting division was 
master of ceremonies and was assisted 
by Dr. D. B. Cragin, medical director, 
and Mr. Reed. The business insurance 
presentation given by R. W. Wilkinson, 
agency assistant, is given elsewhere in 
this issue. 

Agencies represented at the congress 
were the K, A, Luther and R. H. Keffer 
agencies, New York City; G. V. Aus- 
tin, Brooklyn; A. G. Derr, Newark, and 
L. D. Briant, Yonkers. 


Travelers Issues 300th Dividend 


The 300th consecutive dividend was 
paid July 1 to stockholders by Travelers. 
The quarterly dividend was $4 a share. 
The company was organized in 1864, and 
began paying dividends in 1866. At first 
these were annual, then semi-annual, but 
over the greater part of the period they 
have been quarterly. 

On an enclosure sent with each check 
the company comments that “the pri- 
mary obligations of an insurance com- 
pany are full and prompt payments to 
its policyholders, agents, and employes, 
and, if the earnings permit, the payment 
of a dividend to the shareholders on the 
capital that they have risked in the busi- 
ness.” Traditionally the company has 
sought to keep an equitable balance be- 
tween the four groups mentioned, so far 
as conditions permit. 


Walker Prudential Director 


Luther A. Campbell, chancellor of 
New Jersey, has appointed Thomas 
Glynn Walker as a policyholders’ direc- 
tor of Prudential to fil! the unexpired 
term of the late Dr. Edward J. Il. 
Mr. Walker is general counsel of the 
New Jersey Bell Telephone Company 
and prior to that was a federal judge. 
He is a resident of Arlington, N. J. 








Bill to Increase Relief 
Act Benefits Progresses 


Having passed the House, the amend- 
ment to the soldiers and sailors civil re- 
lief act to increase from $5,000 to $10,000 
the amount of private insurance upon 
which the government will advance the 
premium to men in the armed service is 
before the senate military affairs com- 
mittee. In order to qualify for such as- 
sistance, the premium must have been 
paid before the date of approval of the 
act or not less than 30 days before entry 
into military service. The premium will 
not be paid on any policy on which pre- 
miums are due and unpaid for a period 
of more than one year at the time when 
application for benefit of the act is made. 
The purchaser is allowed three years 
after discharge to pay the premiums 
that accumulated during his period of 
service as well as excess indebtedness 
with interest not exceeding 4 percent. 
If the obligation is not met, the govern- 
ment will pay to the insurance company 
the difference between the remaining un- 
paid indebtedness and the cash value of 
the policy. 





Milton Fischer, Pacific Mutual, San 
Antonio, has been appointed a director 
of the Texas Leaders Round Table by 
Chairman Loren D. Stark. 


Miss Ludwig Slated to 
Head Cashiers Association 


Miss Christine Ludwig, Caperton 
agency State Mutual, Chicago, was nom- 
inated for national president of the Lite 
Agency Cashiers Association of the 
United States and Canada. She was 
first president of the Chicago division 
which recently won the national trophy 
and the honor of electing national off- 
cers. Election is by mail ballot which 
will close July 3 and nomination is tan- 
tamount to election. 

Others nominated are First vice-presi- 
dent, Peter Mueller, Equitable Society; 
second vice-president, Anne C. Donohue, 
Penn Mutual; third vice-president, Don- 
ald Simpson, Connecticut Mutual; treas- 
urer, J. A. Shevlin, Prudential; secretary, 
Gertrude Flaschner, New England Mu- 
tual; assistant secretary, Jean Gough, 
Guardian. 





Three Oppose Hobbs 

WICHITA—Opposing Commissioner 
Hobbs of Kansas, immediate past presi- 
dent National Association of Insurance 
Commissioners, in his campaign for re- 
election in Kansas are O. A. Herbert, 
Peabody; Lillio O. Stewart, Concordia, 
and Harry W. Eagle, Topeka. The 
primary election is Aug. 4. 








advantage of new situations . 











Big enough—strong enough—it withstood the pounding of the Sulu Se 
yet it had a high degree of maneuverability which enabled it to take advantage 
of every opportunity so as to carry out its mission. Such was the type of craft 
—Uncle Sam’s fast patrol torpedo boats—that shot up the Japanese at Subic 
Bay, and with General MacArthur, ran the Japanese blockade. 


Such an institution is GUARANTEE MUTUAL LIFE—big enough and 
strong enough—as proved by its time-tested service of 41 years, successful 
weathering of epidemics, wars and economic storms, and by its present ratio of 
$112.13 in assets for every $100.00 of liabilities. 
change our ways of doing things practically overnight, if need be, to take 
. . as, for example, when we sensed the need for 
an agents’ retirement plan back in 1939, and put such a plan into effect in 
1939. Such maneuverability has benefited our men to the extent that they have 
already operated for three years under the benefits of a retirement plan—and 
one which requires no contribution on their part. 


Write A. B. OLson, Agency Vice President, for details of our 
“BUILDERS OF MEN” AGENCY PLAN 


GUARANTEE MUTUAL LIFE COMPANY 
OMAHA, NEBRASKA 
Organized 1901 


One of Uncle Sam’s famous P-T 
boats, of the type which evacuated 
General Douglas MacArthur, _ his 
family and his aides from the Phil- 
ippines. 


Maneuverable enough to 
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30th Rusdteoney 
of Group Writing 





(CONTINUED FROM PAGE 1) 


erage that there is better than 99 per- 
cent participation under the contribu- 
tory life coverage. 

The original Montgomery Ward con- 
tract covered only employes who had 
been with the company five years or 
more. This waiting period was later 
reduced until today the waiting period 


‘is only three months. 


Personnel Now 550 


As a result of the Montgomery Ward 
case Mr. Graham, who was then western 
superintendent of agencies, with head- 
quarters at Chicago, became Equitable’s 
first group insurance department super- 
intendent. Since then the department 
has expanded until today its personnel 
numbers 550 in the home office and the 
field. 

In connection with the anniversary 
Mr. Graham pointed out that the Mont- 
gomery War contract proved that group 
insuranee was a practical measure to 
protect the pay envelope of the employe 
against the hazard of untimely death, 
that group has grown to spread secur- 
ity to employes numbering 13,000,000, 
employed in 30,000 companies large and 
small for approximately $20,000,000,000 
of insurance. In addition there are 
many millions of dollars of coverage un- 
der other forms of group protection 
which followed in the wake of group life, 
such as group accident and health, group 
accidental death and dismemberment, 
group hospital expense insurance and 
surgical benefits for employes and their 
dependents, and group annuities for pen- 
sion purposes. The total of group life 
insurance in force now exceeds by more 
than one-third the total volume of ordi- 
nary insurance in force in America in 
1911 when the group idea was under 
negotiation. 


Was Origin of Non-Medical 


“Beyond its primary function of pro- 
viding low-cost protection for employes, 
group insurance has been responsible 
for a number of outstanding changes 


within the life insurance business it- 
self,’ Mr. Graham observed. ‘Issuance 
of non-medical insurance, now com- 


mon, originated with group protection. 
The merit-rating system of dividends, 
the graduated commission scale and a 
large number of administrative econ- 
omies owe their present standing in 
the insurance world largely to group 
protection. The group life insurance 
system was accurately described early 
in its adoption by the London ‘Times’ 
as ‘an American scheme for giving the 
family of the deceased worker one year’s 
notice of the demised paycheck.’ ” 

Mr. Graham pointed out that while 
the reasons underlying the need for 
group protection necessarily stress the 
usefulness of the insurance to the em- 
ploye and its value as the foundation 
of a progressive employe welfare pro- 
gram, the importance of protection to 
the community in which the insured 
company is located should not be ig- 
nored, since the value in easing the 
burden on public and private relief rolls 
for the care of widows and orphans is 
obvious. 





Fifty-Year Old Inquiry 
Received by Penn Mutual 





The Tower C. Snow agency of Penn 
Mutual Life in Buffalo recently received 
an inquiry about 20-year endowment 
insurance on a government postcard 
which had been sent out from the home 
office about 50 years ago. It came back 
on almost the day of the company’s 
95th anniversary. Apparently the in- 
quirer had kept the direct mail piece on 
the chance that he might some day 
want to ask for further information. 


Ralph Lowenstein Is 
Sole General Agent 





Massachusetts Mutual Life has an- 
nounced the appointment of Ralph D. 
Lowenstein as gen- 








eral agent at St. 
Louis. He succeeds 
Veith & Lowen- 
stein, who have 
been _ co-general 
agents in that city 
for the past five 
years. 

Anthony E. Veith 
has elected to de- 
vote his full time to 
personal selling, a 
field in which he 
has been preemi- 
nently successful 
for many years. 

Mr.Lowen- 
stein first became 
associated with the 
agency in 1923 asa 





R. D. Lowenstein personal producer, 

under Warren 
Flynn, who was then general man- 
ager. 





Reconciling Two Positions 


One of the interesting questions in 
Part A of the Chartered Life Under- 
writer examinations that were given re- 
cently asked the candidate to reconcile 
criticism by life ‘companies of the favorite 
doctrine of so-called “insurance advis- 
ers” that a man should buy pure protec- 
tion life insurance and invest the differ- 
ence elsewhere with a recent national 
advertisement on the part of a life in- 
surance company stating ‘ . approach 
the purchase of life insurance differently 

. . in general, as between so-called 
‘investment’ policies with high premiums 
and high accumulations, and low-pre- 
mium policies with lower accumulations, 
stressing life long protection against 
death, we recommend the latter to to- 
day’s buyer . - put the difference into 
defense bonds. 





Service Plaque Displayed 


Displayed in the home office of North- 
western National Life and in 12 of its 
agencies is a new and striking plaque 
bearing the company’s service roll of 
men in the armed forces. 

President O. J. Arnold has mailed a 
photograph of the plaque to each of the 
49 men whose names appear on the serv- 
ice roll. As part of its program to keep 
in touch with these men, the company 
mails the “NwNL News,” the weekly 
agents’ newspaper, to every agent on the 
roll, and the “Silhouette,” employes’ 
magazine, to those formerly in the home 
office. 

The plaque is of sculptor’s cement 
with a golden-bronze finish. Provision 
has been made for the addition of names 
to the roster as more men enter the 
armed forces. 








When he sent in the postcard he failed 
to sign it. 

The printed message on the card told 
the story of a Philadelphian who had 
bought $10,000 of 20-year endowment in 
the Penn Mutual, the policy being is- 
sued in August, 1885. After payment of 
two annual premiums totaling $1,110.80, 
less a dividend of $89.50, making a net 
payment of $1,021.30, the insurance 
lapsed, but was extended under the non- 
forfeiture system until 1891. The in- 
sured died in December, 1889, three 
years and four months after the last 
premium payment, and the policy was 
promptly paid in full by the company. 








I desire to return to the life insurance busi- 
ness. Twenty years experience in both home 
office and field. Was assistant secretary, 
branch manager, field supervisor and field su- 
perintendent of a medium large ordinary com- 
pany. Left to enter real estate. Age 43. Law 
degree. Best references. Address Q-6, The Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago, Ill. 








To Search for 
Economies in 
Reports to States 


The report of the committee on blanks 
given at the National Association of In- 
surance Commissioners Convention car- 
ried some recommendations as to war 
economies. The committee stated that 
it had been requested to act on a num- 
ber of suggestions which would make 
for a reduction in printing and other 
economies both to companies and de- 
partments. 


Situation to Be Recanvassed 


The committee, however, refrained 
from taking specific action on these and 
similar suggestions since such action 
might prove either unnecessary or inade- 
quate. Therefore, the committee recom- 
mended that not later than September 
the situation be recanvassed and that 
such concessions of this nature as may 
then seem appropriate be promulgated. 
Such action would not involve any 
changes in the printed association forms 
of annual statements. It is urged that 
all special exhibits requested by state 
departments be limited to those abso- 


Our New 


Capitalizes on Unusual 
Name in Selling 


W. Russell Deatherage, Equitable 
Life of Iowa agent at Dubuque, Ia., 
capitalizes on his unusual surname by 
printing the following on the back of 
his business card: 

If we die too soon OUR FAMILY 
needs income 

If we live too long WE need income 

DEATH er AGE Insurance pays that 
income whether we die or live. 





Sells Big Pension Trust Case 


Mr. Deatherage started with the 
Hedges agency of Equitable in Kansas 
City in 1933, left the business and then 
reentered it in 1937 at Dubuque. This 
spring he closed a half a million dollar 
pension trust case covering 75 persons. 
He originally contacted the firm for 
salary savings several years ago, was 
turned down but persisted, selling a 
number of individual policies to em- 
ployes. This year his tenacity more 
than paid dividends. 








lutely essential. This has no reference 
to the exhibits that are a part of the 
present association form. 


ARROW of GOLD POLICY 


Provides— 


l—Low cost protection at less than 
term rates. 


2—Selection 


of any renewal period 


(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—Final renewal to age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 


til age 70. 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 


Exceptional General Agency contracts in the states of Illinois, 
Iowa, Indiana, Ohio, Missouri and Kansas 
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Help from the Draft Board 


THE selective service board’s recent 
adoption of a definite policy regarding 
the drafting of married men with de- 
pendents should prove a definite stim- 
ulus to life insurance sales. Now that 
a man with a wife and one or more 
children is assured of being in the last 
classification to be called he can go 
ahead and buy life insurance with some 
assurance of being able to pay for it. 

The class of buyers covered by the 
beard’s edict is the principal market of 
most agents. Their need for life in- 
surance is greater than that of any 
other group but many of them have 
been reluctant to buy insurance in the 
face of the uncertainty as to whether 
they would remain in civilian life or 
have to go into some branch of the 
armed forces. 

Naturally, if a man needs life insur- 


ance but faces the possibility of going 
into the army or navy shortly he is 
likely to prefer to wait and buy the 
government’s insurance since this will 
cover the possibility of death in mili- 
tary or naval service as well as from 
other causes, while it is virtually im- 
possible to get a regular life insurance 
policy that will not exclude the war 
hazard. 

Both in clearing up the misgivings 
of the family man who has been gen- 
uinely in doubt as to his future civilian 
status and in knocking out the alibis 
of the man seeking an excuse to avoid 
buying life insurance the selective serv- 
ice board’s statement of position should 
be extremely helpful in reversing the 
downward trend of life insurance sales 
that has marked the year 1942 thus 


far. 


Critics Who Merely Condemn 


As forthright and appropriate address 
as we have chronicled for some time 
came from Louis P. Jervey of Atlanta, 
secretary of the America Fore in charge 
of the southern department, who, as 
president of the Southeastern Under- 
writers Association pulled out a piece 
of artillery and let loose at some of the 
carping critics of insurance that had 
been raising their voices in recent times, 
finding fault in a general way with all 
branches of the business, claiming that 
public relations work was decidedly 
weak, the advertising was crude, that 
the industry had not risen to its oppor- 
tunities, that the insurance commission- 
ers are ninnies, that insurance had sac- 
rificed the good will of the public in 
many ways, that it did the things it 
should not have done and did not do 
the things that it should have done. 

We have had an epidemic of these 
self appointed critics who have con- 
demned up and down the line the insur- 
ance business in their publications and 
have also used the platform to expound 
their views and let loose some hot shots. 

In a great business liké insurance 
there is a variety of opinion. It is im- 
possible to go as far as the most liberal 
minds would advocate in reforms and 
there must be a compromise here and 
there for the best good of all concerned. 
As a matter of fact, the insurance in- 
dustry has given a very good account 
of itself during the war time. Whether 
the critics have brought on investiga- 
tion as was manifest in the T. N. E. C. 
probe of life insurance and the threat- 
ened investigation of fire and casualty 


insurance by the federal attorney gen- 
eral’s office cannot be really substan- 
tiated and yet it is likely that these 
criticisms that have come pretty much 
within the business itself had something 
to do with the probes. 

Attacks on the insurance business 
have become popular and have devel- 
oped into a sort of a fad. There has 
been some self complacency here and 
there and there is need for jogging up 
at times. However, to make a broad- 
side assault on the business as a whole 
is uncalled for. The insurance business 
in its various classes has able leaders 
and they have demonstrated their ca- 
pacity for leadership. The companies, 
the field men, the local agents and all 
associated with the business have done 
their level best during these trying 
times to hold the banner aloft. 

Insurance has been called upon at 
times to do the impossible. The govern- 
ment expects the business to pay most 
liberally in taxes and it makes no com- 
plaint about it. Insurance is a patrictic 
business. It is a protecting line of 
activity. 

So far as we have been able to ob- 
serve, the insurance people desire to 
have constructive criticism, suggestions 
and recommendations where’ expe- 
rienced people are making them. There 
have been premium payers, and those in 
charge of the insurance of large con- 
cerns or owners of large life insurance 
lines that have appeared before insur- 
ance organizations and have been very 
kindly and yet in a candid way have 
given some excellent counsel to the in- 


surance industry. That is the kind of 
criticism that is worth while. 

Until the critics are able to do a 
better job than the insurance people are 
doing for themselves we agree with 
Mr. Jervey that nothing is accom- 
plished. It brings about suspicion, it 


creates more or less disloyalty. It pits 
group against group. Let us try to 
assume a positive attitude. Let us not 


be satisfied with what has been done 
but gird ourselves for greater effort. 
The highest achievement will come 
when all are working together. 








PERSONAL SIDE OF THE BUSINESS 





Julius O. Melin, an examiner in the 
Minnesota department, and his wife are 
in a hospital at Red Wing as the result 
of a head-on automobile collision. Both 
were badly injured. 

An important ceremony will be held 
at the home office of the Mutual Bene- 
fit Life, Aug. 3, when a portrait of Vice- 
president E. E. Rhodes will be unveiled. 
A committee of general agents and field 
men will participate and present the 
portrait to the company. Mr. Rhodes 
has been connected with the organiza- 
tion for 56 years and is an outstanding 
character in the life insurance world. 

The “Insurance Index” states that 
one of its over zealous employes gave 
out the information that Business Man- 
ager C. D. Dunne had retired from the 
journal in order to give his attention en- 
tirely to the “Medical Directors Quar- 
terly” in the Starks building, Louisville. 
The “Index” states that Mr. Dunne is 
publisher of the ‘Medical Directors 
Quarterly” but he continues as business 
manager of the “Index.” 

H. K. Lindsley, president Farmers & 
Bankers, was honored at a_ birthday 
party at the home office in Wichita. 
Four leading agents presented a huge 
bouquet in behalf of the entire agency 
force. Clayton Mammel, Wichita, was 
high man for “President's Month” in 
May with $102,000. War bonds and 
stamps were given as prizes. 

Miss Barbara Hobart, younger daugh- 
ter of Ralph H. Hobart of Winnetka, 
of Hobart & Oates, Chicago general 
agents of Northwestern Mutual, was 
married June 27 in Christ Church, Win- 
netka, to Sergt. Craig Colgate, Jr. A 
large reception followed in the Hobart 
home. Mrs. Benjamin A. Fairbank of 
Boston, daughter of the Hobarts, was 
her sister’s maid of honor. The bride’s 
brother John H., was an usher. The 
bride wore her mother’s wedding dress 
which also was worn by Mrs. Fairbank. 

After a service of 33 vears as inspec- 
tor in the law department at the home 
office of Prudential, Walter J. Rutledge, 
will retire on Aug. 3. He was tendered 


‘a testimonial dinner by his co-workers. 


E. G. Siefert, manager Marion, O., 
agency of Ohio State Life, is celebrating 
his 20th service anniversary. He served 
as cashier of the Marion agency and 
associate manager, becoming manager 
in 1925. 

Walter Mason, who resigned as Provi- 
dence, R. I., manager of Connecticut 
General Life, to become Providence 
manager of the Office of Production 
Management, has been appointed man- 
ager of all War Production Board dis- 
trict offices in New England. 

E. H. Mulock, president Central Life 
of Iowa, has shown considerable im- 
provement after being in a critical condi- 
tion for nearly a week. He has been in 
the Iowa Methodist hospital in Des 


Moines since May 22, but his condition 
did not become serious until recently 
when toxic poisoning developed after an 
attack of pneumonia. He was placed in 
an iron lung when his condition became 
critical and it is now reported that he 
has spent much time out of the lung. 

At a banquet held in connection with 
a recent business conference of several 
of the mid-western agencies of Massa- 
chusetts Mutual Life, Anthony E. Veith 
of the Veith & Lowenstein agency in 
St. Louis received his 30-year service 
pin. He is now returning to personal 
production. 

The presentation was made by Chester 
O. Fischer, vice-president. Mr. Veith 
has served his company over the 30-year 
period in the home office, in the field, 
and as general agent and was paid high 
tribute for his long and valuable services 
to the company and policyholders. 

J. R. C. Stephens, district manager of 
Mutual Life at Wicomico Church, Va., 
and Mrs. Stephens announce the arrival 
of a daughter, Catherine, the third child 
in the household 

Clyde O. Law, general agent North- 
western Mutual Life in Wheeling, W. 
Va., has been reelected president of di- 
rectors of West Virginia Weslyan Col- 
lege, Buckhannon, W. Va., the eighth 
consecutive year. 

J. K. Macdonald, assistant general 
manager, recently elected a director of 
Confederation Life of Toronto, is the 
youngest man ever appointed a director 
of the company. He is 38 years of age. 
He is the third member of the family in 
unbroken line of succession to be a di- 
rector. He is a son of C. S. Macdonald, 
president of the company, and therefore 
he will sit on the board with his father. 

The Confederation Life was founded 
in 1871 by the late J. K. Macdonald who 
was the grandfather of J. K. The fourth 
Macdonald, Col. W. C. Macdonald, a 
cousin of C. S. Macdonald, served the 
Confederation Life for 37 years as sec- 
retary, actuary and at the time of his 
death managing director. 

J. K. Macdonald has been 16 years 
with the company and has gained ex- 
perience in virtually every department. 
He joined the actuarial staff after he 
graduated from the University of Tor- 
onto, then he assisted in the formation 
of the bond investment department. He 
specialized on investment problems. 
Subsequently he visited the agencies in 
Cuba, Mexico and Central America. In 
1936 he was appointed assistant secre- 
tary and the next year was made execu- 
tive secretary and began an intensive 
association with agency organizations. 
For the next two years he devoted all 
his time to field work and the study of 
its problems. Then in January, 1939, 
he became one of the assistant general 
managers. He undertook later the task 
of planning and putting into operation 
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changes in head and branch office proce- 
dure. 

Inasmuch as so many members of the 
staff went into war or war work it ne- 
cessitated retaining of girls to take their 
places and this necessitated the estab- 
lishment of new personnel policies which 
were accomplished under the leadership 
of Mr. Macdonald. Last autumn he 
further extended his service by inspect- 
ing properties in western Canada on 
which the Confederation holds mort- 
gages or has title. 

Russell T. Black, assistant superin- 
tendent of agencies of Sun Life for all 
foreign territory except the United 
States and Great Britain, has been ap- 
pointed supervisor of regional offices, 
Wartime Prices & Trade Board, on loan 
from his company, with headquarters 
in Ottawa. 

Donald A. Hemenway, former insur- 
ance commissioner of Vermont, has 
been named assistant manager of fidelity 
and surety lines for Travelers at Man- 
chester, N. H. He has been with Trav- 
elers since May, 1941. 

Lester Peters, Lansing, Mich., man- 
ager Metropolitan Life, was tendered a 
testimonial luncheon by his staff on his 
20th service anniversary. 

David Marx, Jr., Massachusetts Mu- 
tual, Atlanta, who has qualified for the 
Million Dollar Round Table, was in 
Chicago this week on a business trip. 

Mrs. Katherine Wayland, deputy in- 
surance commissioner of California and 
private secretary to Commissioner 
Caminetti, is in the St. Francis Hos- 
pital, San Francisco, suffering from 
fractures in both wrists. While in Los 


Angeles on a vacation Mrs. Wayland 
slipped and fell, causing the injuries. 
R. B. Sturtevant, reinsurance vice- 
president of Ohio National Life, has 
been ill for the past several weeks. He 
is now at Christ Hospital, Cincinnati. 


Sidney Kaufman, 69, special agent for 
State Mutual Life for 10 years in Louis- 


ville, died of a heart attack. He was 
father-in-law of Irwin Hertzman of 
Hertzman & Hertzman, State Mutual 


Life general agents. 


DEATHS 


Ben P. Branham, “Uncle Ben” to in- 
surance men of this country for many 
years, died at the age of 77 at his home 
in Chicago after a long period of infirm- 
ity. For many years he was first vice- 
president of the “Insurance Field’ of 
Louisville, and second vice-president of 
the Courier-Journal Job Printing Com- 
pany there which published the “Field.” 
He was a stockholder in both corpora- 
tions, 

Uncle Ben had maintained his office 
in the Insurance Exchange at Chicago 
ever since it was opened 30 years ago. 
He was in the business for 55 years. 
He operated the Ben Branham Printing 
Company, which printed insurance poli- 
cies and forms and also for many years 
published the “Automobile Reference 
Book” which was the standard publica- 
tion in the automobile insurance busi- 
ness, and the automobile classification 
manual. 

His main publication was ‘Hotel 
3ulletin” which he started in 1903. This 
with his other properties was sold Jan. 
1, 1939, when Mr. Branham withdrew 
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Chicago, II. 





Manager and Assistant Manager for entire Industrial Department of 
established Southern company. 
Present employer will not be contacted. 
application, give age; marital and family status; selective service 
status; education; business background; experience in life insurance 
work, including name of company, or companies, and capacity served 
with each. At your option, give names and addresses of three (3) 
business references (other than present employer). Send photograph. 


WRITE: Q-4, The National Underwriter, 175 W. Jackson Blvd., 


Your application will be treated 
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IN 
CASTLES 


Men still will dream. Come Waterloo, come Bunker 
Hill, come Bataan, come Armageddon, men still will 
dream. 





And life insurance still offers the surest means of 
making man’s financial dreams come true. With 
castles-in-air crashing all about, men need to be reas- 
sured of the still-effective magic of life insurance. 


A. suggestion that heavy war earnings be used to pay 
premiums substantially in advance may help allay the 
current fear of income loss through “priority-itis.” 
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“OUR JOB” 


Many years ago the men and women of thir- 
teen small colonies united to create a new 
form of government—a democracy whose four 
pillars were Freedom of Worship, Freedom of 
Speech, Freedom of the Press and the Right of 
Assembly. They had a job to do and the vision 
and courage to do it. 


Today we have another job—the job of hold- 
ing our freedom against savage hordes. A job 
that demands every last ounce of our energy— 
the unity of our limitless resources, our fac- 
tories, our farms, and the unconquerable spirit 
of one hundred thirty million Americans. The 
spirit of our people came with the settlers of 
those thirteen colonies and out of that spirit 
has grown our great industrial system. 


When this war is over and peace comes, Amer- 
ica will be greater than ever before. Peoples 
Life Insurance Company is proud of the part it 
has had and will have in helping build this 
great industrial empire. 


You will find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
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"FULLY PREPARED” with ALL the Facts 





2 ALL about the Companies! 


Giving all the useful and official financial data on the com- 
panies, National Underwriter Reports provide what you want 
to “know about” concerning each and every one—(404 were 
covered in last year’s edition). The field of private “rat- 
ings” or “opinions” is not entered. But if you want all the 
significant facts (including everything available from any 
other book except “opinions”) on which to base your own 
judgment, you'll find these in the “Unique Manual.” 


Records of Development—and the Latest 
Annual Statement in Full Detail 


The essential features of each company’s financial develop- 
ment are clearly shown, including capital and surplus at 
incorporation, changes since then, dividends paid, reinsur- 
ances, etc., as well as all special provisions of the companies’ 
charters. Picturing growth and trends for each company, 
the Section “STATISTICS BY YEARS” provides a record of 
development in figures, for the past 25 years, including each 
of the last five. 


Covering some 70 significant items from each company’s 
statement, and expressed in the new form that “a business 
man can understand,” these Analyses present all the impor- 
tant items given in all other books and also many valuable 
ones in addition. In short, the current statement is fully 
analyzed and more thoroughly reported upon than anywhere 
else except in the “convention” form itself. 


IMPORTANT CHANGES 


Galore ! ! |! 


Get ALL the NEW Information—Order Today! 








Get the NEW 1942 
Unique Manual-Digest 


Ready for Immediate Delivery 


It’s the one and only reference book that covers 
not only ALL companies but also ALL three branches 
of life insurance information. 


1 ALL about the Figures! 


More than 1000 of the 1600 pages in the Unique Manual 
contain useful information not given in the smaller pocket 
sized books. It is this extra data on special and unusual sub- 
jects that makes it so valuable. Its rate-cost-value section is 
simply not approached by any other publication. 





Rates in full on some 4000 extra contracts—and sample 
rates on all contracts—are included. Dividends and cost 
illustrations are given on some five times as many contracts 
as small books show. About ten times as much surrender 
value data—(cash, loan and paid-up) is included. Annuities, 
Retirement Contracts, Single Premium Policies, Short Term 
Endowments, Special Contracts, Juvenile, Industrial and 
Government Insurance are all covered. Over 100 pages of 
Reserves and other special useful tables are also included. 


Settlement Option Incomes and Values at Retirement Ages 
are thoroughly treated. The “Incomes Payable” are given in 
detail not only for current issues but also for practically all 
contracts issued in the past 30 years. With its many illustra- 
tive programming tables, the Unique Manual is by all odds 
the most comprehensive source of programming material 
available anywhere. 


3 ALL about the Contracts! 


By concise “easily-grasped” paragraphs that instantly bring 
to light all vital provisions of each company’s contract, 
including the “obscure” but significant points, the Unique 
Manual enables you to “get at” any policy provision accu- 
rately, easily and much more quickly than from the full 
verbose wording of the contract itself. The “legal language” 
is translated into the very facts you want to know about. 
“Company practice” too, is carefully covered—an important 
extra feature. 
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from active business life. Since then, 
however, he had maintained a_ small 
office in the Insurance Exchange and in 
spite of his infirmities and near-blind- 
ness, followed the habit of years and 
appeared at his office almost daily. 

Many insurance friends attended the 
services held Saturday at Belden Avenue 
Baptist church and the interment in 
Memorial Park cemetery, Evanston, III. 

Uncle Ben also was famous among 
insurance men countrywide as the or- 
iginator and concoctor of “Uncle Ben 
Cocktail” which in years past was very 
popular at insurance gatherings. He 
taught a Sunday School class in his 
church for many years. 

Miss Anna Williams, 70, sister of 
Charles F. Williams, president of West- 
ern & Southern Life, died at her home 
last Wednesday. She had been ill since 
last fall. Services were held for Miss 
Williams, who had long been a promi- 
rent Cincinnati philanthropist, at St. 
Francis De Sales Church, Saturday. 

John W. A. Staudt, 75, Canton, O., 
general agent Lincoln National Life who 
had been in the insurance business for 
53 years, died after a long illness. 

Harold J. Fett, manager at Newark 
for mutual Life, died at his home in 
West Orange, N. J., Tuesday. He had 
been with the company for nearly 35 
years and went to Newark in 1939. He 
had undergone a serious operation. 


AGENCY NEWS 


Eight Earls Agents Honored 
for National Leadership 


Eight members of the W. T. Earls 
general agency of Connecticut Mutual 
in Cincinnati, from southwestern Ohio 
and northern Kentucky were honored at 
the summer agency conference Thurs- 
day, by F. C. Lyter, assistant superin- 
tendent of agencies, who attended from 
the home office. The eight men qualified 
among the company’s sales leaders in 
the last vear. They are C. C. Sherrill, 
agency supervisor; W. P. Shields, brok- 
erage manager; C. W. Boettger, E. C. 
Grier, W. P. Lowes, A. R. Massa, asso- 
ciate agent: S. EL. Ach, and H. 
Urmston. 

Mr. Urmston has been with the com- 
pany for a year and ranked among the 
first five first-year agents throughout the 
country. Mr. Massa was among the 
first 10 in volume. 

An outing of agents and office per- 
sonnel was held at Maketewah Country 
Club, Cincinnati. R. Love, agency 
manager, had charge of arrangements 
and officiated. 














Embry Agency Goes Fishing 

The ten high agents and the manager's 
staff of the M. Embry agency of 
Equitable Society in Kansas City went 


on a four-day fishing “float” on the 

. , “ om 
James River. Four of last year’s “high 
ten’’ outing winners are now in thc 


armed forces. The records of qualifiers 
this year were on about the same pro- 
duction level as last year’s. 

Agents in the western Missouri and 
Kansas area under Mr. Embry attended 
a one-day course in the society’s new 
simplified selling plan in Kansas City. 
John Quin, instructor, was present from 
the home office. 





Gillis Agency Conference, Outing 


The A. F. Gillis agency of Provident 
Mutual Life in Newark held an agency 
conference Tuesday. Ernest A. Far- 
rington, assistant manager of agencies, 
spoke on “A Changing Market.” The 
meeting was followed by a luncheon, 
a golf tournament in the afternoon and 
a dinner in the evening. 





MacWhinney Agency Celebrates 


NEWARK—To mark the third anni- 
versary of the J. Bruce MacWhinney 
agency for John Hancock Mutual Life, 
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NEWS OF THE COMPANIES 





Takes Publications 
Post in Am. United Life 


Emil C. Rassmann has been added to 
the staff of the agency department of 
American United Life, where he will 
handle matters in connection with adver- 





EMIL C. RASSMANN 


tising, sales promotion, and general 
home office and field publications. 

Mr. Rassmann entered the business in 
1920 as a member of the conservation 
unit of American Central Life, and a few 
years later assisted in the formation of 
that company’s advertising and sales 
promotion department. In 1926 he was 
placed in complete charge of advertising 
and publicity—a post which he occupied 
until 1936, when he resigned to become 
associate editor for the Research & Re- 
view Service, where he served until join- 
ing American United. 

Mr. Rassmann is well known through- 
out the field. 


Cox Is General Manager 
of Excelsior Life, Can. 


Tom O. Cox has been appointed 
general manager of Excelsior Life of 
Toronto. Mr. Cox has been with Ex- 
celsior since 1925, and he became head 
of its sales organization in 1932. 

He is well known in agency circles, 
being a past chairman of the Canadian 
Life Agency Officers and a former 
member of the executive committee of 
the Association of Life Agency 
Officers. 


R. W. Clark to Agency Post; 
Nelson Claims Supervisor 


CINCINNATI—Roger W. Ciark, a 
younger brother of the late Jerome 
Clark, who was vice-president of Union 
Central, who has been. with the com- 
pany since 1931, recently as supervisor 
of claims, has transferred to the agency 
department. Previous to assuming his 
duties as supervisor of claims some 
vears ago, he served in the actuarial de- 
partment, in the personnel bureau and 








a luncheon was held here. Mr. Mac- 
Whinney reviewed the agency’s work 
since he has been state agent during 
which time over $11,500,000 in new 
business has been written. Ned C. Lit- 
wack, leading producer was honored. 


Research Bureau School 

The Sales Research Bureau is holding 
a managers’ school in the Edgewater 
Beach Hotel, Chicago, July 13-24. 


in the statistical and reinstatement di- 
visions, 

Lathrop B. Nelson, former assistant 
manager of the underwriting division, 
has taken over Mr. Clark’s duties as 
supervisor of claims. Mr. Nelson, who 
started in 1929 in the policy loan divi- 
sion and spent about a year and a half 
with the Judd Benson agency, became 
assistant manager of the underwriting 
division in 1936. 





Fear Court Action May Set 
Harmful Precedent 


LINCOLN, NEB.—In asking the 
Nebraska supreme court to reconsider 
its action in holding that Norma R. 
Risk, policyholder of American Annu- 
ity Assurance of Omaha, is entitled to 
have her day in court on her complaint 
about the reinsurance contract of that 
company made with Republic National 
Life of Dallas, attorneys for the com- 
panies and the state insurance director 
hold that the decision, if not corrected, 
will greatly multiply litigation of this 
type in the future. 

Two other policyholders had previ- 
ously attacked the reinsurance contract 
on the ground that due notice had not 
been given policyholders. They agreed 
to a consent decree in favor of the com- 
panies provided assets of the Omaha 
company were escrowed, and later one 
of them unsuccessfully attempted to 
have it set aside. The supreme court 
held that a consent decree is not a 
judgment on the merits of a case, 





McHaney Elected General 
American Vice-president 


ST. LOUIS—Powell B. McHaney has 
been elected vice-president and general 





POWELL B. McHANEY 


counsel of General American Life. He 
was elected general counsel the first of 
this year. 

For the past six years Mr. McHaney 

has been engaged in private practice in 
St. Louis, specializing in insurance law, 
and representing several insurance com- 
panies as well as the Missouri insurance 
superintendent on special matters. He 
is a former assistant attorney-general of 
Missouri and became chief counsel of the 
state insurance department in 1933. 
’ He has served with General American 
Life as a member of the board of di- 
rectors, the executive committee, and as 
a voting trustee since July, 1936. 





Bridgman to Great American 


H. L. Bridgman, who has been agency 
manager for the Franklin Life at San 
Antonio, Tex., has been appointed mana- 
ger of the ordinary department of the 
Great American Life of San Antonio. 
Mr. Bridgman will devote his time to 


New Actuary of 
Cosmopolitan Life 








Will L. Harris, the new actuary of 
Cosmopolitan Life of Memphis, for the 
past six years has 
been chief examiner 
of the Tennessee 
department. For 
the past five years 
he has been a mem- 
ber of the blanks 
committee of the 
National Associa- 
tion of Insurance 
Commissioners. He 
was educated at the 
University of Mich- 
igan and _ started 
with the consulting 
actuarial firm of 
Copeland & Coch- 
ran in Atlanta. Then he served as sec- 
retary of the Southern Insurance Com- 
pany of Nashville. For the past 11 years 
he has been with the Tennessee de- 
partment. 

H. W. Durham, president of Cosmo- 
politan Life, states that the growth of 
the company has necessitated the em- 
ployment of a full time actuary. Insur- 
ance in force exceeds $20,000,000 and 
Cosmopolitan Life operates funeral 
homes in Memphis, Nashville and Chat- 
tanooga which service the funeral poli- 
cies of the company and also handle 
private calls. 


Will L. Harris 








training the salesmen in the selling of 
ordinary business. 


SALES MEETS 


Midland Mutual 
Cleveland Rally 


Northern Ohio and_ southeastern 
Michigan agencies of Midland Mutual 





Life met for a regional meeting at 
Cleveland with 49 in attendance. The 
meeting covered prospecting under 


present conditions, arousing prospect’s 
interest, an effective sales talk and clos- 
ing. Each topic was discussed by_a 
leading producer. 

Today when interviews are more dif- 
ficult to obtain because of work sched- 
ules, one must become more proficient 
in the interview, it was observed. Work 
planning is today more important than 
ever. A prospect wants to learn some- 
thing he does not know or be reminded 
of something he has overlooked. State- 
ments that fall under one of these two 
categories will develop interest. 

“The estate in any event” sales talk 
as developed by E. O. Mowrer, general 
agent of Akron, O., was delivered by 
S. Byrl Ross, West Virginia state su- 
pervisor. Mr. Ross showed how he 
combines this sales talk with simplified 
programming for a one interview sale. 
Mr. Ross spends only three days a 
week selling and has for this club year 
ending June 30 paid for over $300,000 
of business. 

President George W. Steinman spoke 
at the luncheon. He pointed out that 
things today are being done in a hurry. 
Every activity requires speed for vic- 
tory. He reviewed present tax meas- 
ures which affect insurance companies 
and sales. 

General Agent Walter C. Hart played 
host. The Columbus agency will hold 
its annual outing at Granville, O., July 
2. A. R. Jaqua, associate editor Dia- 
mond Life Bulletins, will speak on 
“Financial Commandos.” 


Southwestern Life Holds Regionals 

Arthur Coburn, vice-president, Rich- 
ard R. Lee, vice-president and agency 
director, and Rip Davenport, sales di- 
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rector, Southwestern Life, held a series 
of regional meetings at Corpus Christi, 
McAllen and San Antonio. Paul 
Creamer, agency manager for southwest 
Texas, and Marcus A. Ryan, associate 
manager, assisted. 


Pacific National Mont. 
Group Has Get Together 


About 30 attended a one-day sales 
meeting of the Ralph W. Evans agency 
of Pacific National Life at Butte, Mont. 
Sessions were opened with a luncheon 


which several civic and_ professional 
leaders of Butte. attended. Mayor 
O'Leary spoke in praise of the life 


insurance business. President Car] R. 
Marcusen gave some statistics on life 
insurance payments to Montana resi- 
dents. Others from the home office 
were Dr. W. T. Ward, medical direc- 
tor; E. H. Garnette, agency auditor, 
and Ray H. Peterson, office manager 
and actuary. 

Mr. Evans, who is Montana state 
manager, has more than $2,000,000 of 
insurance in force and his agency leads 
the company in point of persistency. 
President Marcusen predicted that Pa- 
cific National would close 1942 with 
$25,000,000 of insurance in force. Frank 
Bland of San Francisco, a representa- 
tive of THE NATIONAL UNDERWRITER, 
spoke at the sales meeting, 





Metropolitan Managers Meeting 


The western and northern managers’ 
associations of Metropolitan Life held 
a joint meeting in Kansas City with 
Oklahoma, Kansas, Iowa, Nebraska 
and western Missouri represented. E. 
P. Arnautou, superintendent of agencies, 
attended from New York. 

There was considerable discussion of 
selling under present day conditions. 
Managers reported sales considerably 
ahead of last year, lapses much lower, 
cash surrenders reduced, and_ repay- 
ment of plans increased. W. J. Slack, 
Kansas City, is president of the west- 
ern association, and George Davies, 
Lincoln, Neb., head of the northern 
group. 

Flickinger Agency Outing 

The Indiana agency of John Hancock 
Mutual Life held its annual field club 
meeting at Lake Wawasee, for leading 
producers. Dan W. Flickinger, general 
agent, was host. One of the qualifiers 


was Lt. M. R. Winfield of Lafayette, 
now in the Navy, but he could not at- 
tend. 


Central Life, Ia., Calls Off Parley 

DES MOINES, IA—The annual 
agency convention of the Central Life 
of Iowa which was to have been held 
in Chicago, has been called off because 
of restrictions on transportation. 


Princeton Endowment Matures 


Mutual Life of New York has paid 
$114,441 to the memorial committee of 
the class of 1922, Princeton University 
in settlement of 20 matured endowments 
on the lives of 16 Princeton graduates 
for the benefit of the committee. Pre- 
viously two of the endowments had ma- 
tured on death of insured. 

The money was presented to the uni- 
versity trustees by the committee. The 
funds were allocated to the university 
library, the principal to be used as part 
of the building fund, and the income for 
the purchase of books. Approximately 
300 members of the class contributed to 
the payment of the premiums. 

The policies were placed by the AI- 
bert H. Jones agency of the company 
in New York City and represent the 
third endowment plant to mature, writ- 
ten, by the agency on lives of members 
of Princeton graduating classes. 


U. S. Life on 100 Percent Basis 


The home office staff of United States 
Life is participating 100 percent in the 
pay-roll allotment plan for the purchase 
of war bonds. 
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LIFE AGENCY CHANGES 





Taft Woody Heads 
New Equitable 
Harrisburg Unit 


HARRISBURG, PA.—At a luncheon 
meeting here William J. Graham, vice- 
president of Equitable Society, an- 
nounced the creation of a new agency 
comprised of 18 counties with the head- 
quarters at Harrisburg. Mr. Graham 
announced the appointments of Taft 
Woody, who has been assistant man- 





Mr. Hollar, Mr. and Mr. 


Graham, 
Woody at Harrisburg luncheon. 


ager of the Warren Woody agency in 
Chicago, as agency manager, and of 
John S. Hollar, who has been assistant 
manager of the eastern area of the 
Edward A. Woods Company of Pitts- 
burgh, as associate manager. Mr. Gra- 
ham emphasized that increased service 
to policyholders will be attained by the 
opening of a cashier’s office here. 

Mr. Graham introduced A. B. Dala- 
ger, second vice-president, who made 
the formal announcement of the appoint- 
ments. After a response by Mr. Woody, 
Carl Whitaker, president of the agents 
association, welcomed the new manager. 


Well Seasoned Agency Head 


Mr. Woody was born and raised on 
a farm in central Kansas. He attended 
the University of Kansas; then entered 
the services of Equitable Society in 
Kansas City in 1932, where, in the April 
campaign of 1932, he was the honor 
agent from the Kansas City agency to 
the Parkinson meeting at Chicago. In 
July of 1932, he was trausferred to 
Baltimore and when he left there in 
1934, he was leading the Baltimore 
agency. He was then sent to Chicago 
where he was advanced to assistant 
manager in 1935. Since that time, Mr. 
Woody has built a unit that has led 
Equitable’s central department in pro- 
duction for the past four years. He has 
been the honor unit manager in many 
of the campaigns. 

Mr. Hollar was born in Altoona, Pa., 
and is a graduate of the Pennsylvania 
State College. He is a lieutenant colonel 
in the Pennsylvania Reserve Defense 
Corps. Mr. Hollar has been in the 
business for 13 years, eight of which 
have been with the Edward A. Woods 
Company. In 1940, he was transferred 
from Pittsburgh to Harrisburg as assist- 
ant manager. 

The territory will cover 18 counties— 
Dauphin, Cumberland, York, Lancaster, 
Lebanon, Franklin, Adams, Huntington, 


Perry, Juniata, Mifflin, Center, Clinton, 
Lycoming, Tioga, Snyder, Union and 
Fulton. 


Lynner in Charge 
of Five States 


A. T. Lynner, former general agent 
in Des Moines for General American 
Life, has been appointed superintendent 
of agencies for the central states divi- 
sion for Northern Life of Seattle. Mr. 
Lynner is in charge of a five-state area 


including lowa, Minnesota, Missouri, 
Nebraska and Kansas. 

He has appointed L. J. Myklebust, 
formerly with Northwestern Mutual, as 
branch manager for the Des Moines ter- 
ritory. Other appointments include 
Lloyd R. Robert as district manager 
at Mason City; W. L. Droege as district 
manager at Minneapolis; Keith J. Peter- 
son as branch manager at St. Paul; and 
Fred Kildebrande as branch manager at 
Kansas City. 

Mr. Lynner was with the General 
American Life as general agent in Des 
Moines for the last six years prior to 
his appointment with Northern Life. 


Travelers Shifts Arnold, 
to L. A., Promotes Dyslin 


Travelers has transferred Albert G. 
Arnold, former assistant manager of the 
life department at Wichita, Kan., to Los 
Angeles in the same capacity. He went 
with Travelers in 1932 at Kansas City 
and became assistant manager at 
Wichita in 1938. 

Ralph W. Dyslin has been promoted 
from field assistant to assistant manager 
of the life department at Peoria, Ill. Mr. 
Dyslin joined Travelers as an agent at 
Rock Island in 1936. He became a field 
assistant at Peoria in 1938. 

Frank M. Inman, Jr., has been named 
a field assistant in the life department 
of Travelers in Atlanta. He formerly 
was associated with the White Motor 
Company and the Southeast Wheel & 
Rim Company. 





Matteson General American 
Des Moines Manager 


Barney T. Matteson has been ap- 
pointed manger in charge of the Des 
Moines office of General American Life. 

Mr. Matteson has been associated 





with the company since 1933, serving 
first in the policy loan department of the 
home office, and later entering agency 
work as assistant cashier. He resigned 
as cashier at San Antonio to devote full 
time to personal production and, after 
four years in the field, was appointed 
supervisor of the San Antonio agency, 
which position he retained until his ap- 
pointment to Des Moines. He is a 
es, 


Gluckler with Lincoln National 


Edwin H. Gluckler, former assistant 
manager in the John Hancock indus- 
trial office in Framingham, Mass., has 
been appointed an assistant manager of 
Lincoln National Life with headquar- 
ters there. Mr. Gluckler has been in the 
life insurance business for six years. He 
attended the college of business admin- 
istration at Boston University. 


Lewis to Austin for Great Natl. 


DALLAS—Richard N. Lewis, who 
has been serving in a supervisory capac- 
ity in the agency department of Great 
National Life the past three years, has 
been appointed manager of the Austin 
agency. 

He started with the company in 1937 
as an agent in Dallas. In 1939 he went 
into the home office. He is a graduate 
of Sales Research Bureau agency man- 
agement school. 


Monteith Is McMillin Aid 


Charles Monteith has been appointed 
supervising assistant in the McMillin 
agency of Mutual Life in Philadelphia. 
Mr. Monteith has qualified for 1941-42 
membership in the National Field Club. 
He is a native of Philadelphia and at- 
tended Lafayette College. 


Promotions at Harrisburg 

J. Donald Plunkett and Kenneth F. 
Hastings representing Mutual Life in 
the Harrisburg, Pa., agency, have been 
promoted to district managers in Read- 





os —— 








120 West 57th Street 


| Since January 1, 1939 
| the Manhattan Life 
| has moved up FIVE 
places in the ranking 

of Life Insurance | 
Companies by insurance | 


in force. 


There is a reason! 


* 


| Insurance Company 
| Founded 1850 


¢ 


New York, N. Y. | 














XUM 





XUM 


July 3, 1942 





LIFE INSURANCE EDITION 17 








ing and Lancaster, respectively. Both 
men have been associated with Mutual 
Life since 1940. Mr. Plunkett, a native 
of Reading, attended the business school 
of the University of Pennsylvania. Mr. 
Hastings graduated from Millersville 
State Teachers College. 


Hollingsworth Is Advanced 

J. F. Hollingsworth, assistant super- 
intendent of Prudential at Pekin, IIL, 
has been named _= superintendent at 
Quincy, Ill. He started in the Peoria 
district as agent in 1932, and two vears 
later became assistant superintendent at 
Pekin. His successor there has not 
been announced. 





R. R. Keath District Agent 


R. R. Keath of St. Joseph, Mo., who 
has been with Equitable Society about 
28 years, has been appointed district 
manager with supervision of 17 Mis- 
souri and three Kansas counties. He 
takes the place of A. D. Hemphill, who 
has been transferred to Oakland, Cal. 





F. L. Paris Promoted in Newark 


Washington National has promoted 


Frank L. Paris to superintendent in 
Newark. He has been with the com- 
pany for a number of years and made 


an outstanding record during 1941. 





Miller Succeeds Mertz 


J. N. Mertz, Minnesota manager of 
Sun Life of Canada for 10 years, has 
retired after 30 years service and has 
been succeeded in Minneapolis by Lau- 
rel E. Miller of the Seattle branch. Mr. 
and Mrs. Mertz were honored at a 
luncheon by a group of agents. 





Wulfsberg to Long Beach 

R. E. Wulfsberg, general agent of 
Salt Lake City for Western Life, has 
been transferred to Long Beach, Cal., 
as general agent. 





In reporting the appointment of Ben 
Bratter as associate manager for Acacia 
Mutual Life in St. Paul, the statement 
was erroneously made that he had been 
in the fire insurance business as well 
as being a life insurance producer. 
That is not correct. He has not been 
in the fire insurance business. 

L. H. Kaufman has been appointed 
general agent of Illinois Bankers Life 
at Wichita. He has been associated with 
the company over 27 years. 


MANAGERS 


Green Named in Dallas 
DALLAS—Headliners on the pro- 

gram of the annual convention of the 

Leaders’ Round Table of Texas repeated 











their performance at the final meeting 
of the season of the Life Insurance 


Managers Club of Dallas. 

Speakers included John A. Monroe, 
Jr., Great National Life: Charles E. 
Seay, Southland Life; John P. Costello, 
Southwestern Life, all of Dallas, and 
John W. Arden, Southwestern Life, 
Waxahachie. 

Campbell Green, Southwestern Life, 
was elected president at the annual 
meeting, M. Allen Anderson, Republic 
National Life, vice-president, and Lem 


C. Swinney, Pacific Mutual, secretary- 


treasurer. 





Gravengaard Elected in Oregon 


PORTLAND, ORE.—The Life Man- 
agers Association of Oregon has named 
A. E. Gravengaard, Bankers Life, Ia., 
president; E. A. Phillips, Oregon Mu- 
tual Life, vice-president, and F. A. 
Tatum, Pacific Mutual Life, secretary- 
treasurer. C. F. Merrifield, Connecticut 
Mutual Life, resigned as president to 
enlist. in the coast guard. 





Elect Rosenthal at St. Louis 


Adam Rosenthal, Acacia Mutual man- 
ager, was elected president of the St. 
Louis General Agents & Managers 
Association at its annual meeting. 

Other officers are: Vice-president, 
Donald Kelly, John Hancock, and sec- 
retary-treasurer, Rex Jeffrey, Provident 
Mutual. Executive committee members 
are William Magoon, Metropolitan Life; 
Arthur Miller, Union Central; Ralph 
Lowenstein, Massachusetts Mutual; and 
Will King, Fidelity Mutual. 


Cleveland Managers Golf 


CLEVELAND —tThe Cleveland Life 
Underwriters Executives Club held its 
annual golf tournament. Golf prizes and 
special entertainment were featured at 
the dinner. Clarence Pejeau, Massachu- 
setts Mutual, was in charge of the golf 
tournament; James Rutherford, Phoenix 
Mutual, of the dinner; and Fritz Wink- 
ler, Mutual Benefit Life, handled the 
entertainment. 





Wichita Association of General 
Agents & Managers is holding its last 
business meeting of the season on July 
6. An outing is scheduled for the 
summer. 

E. R. Lehman, Metropolitan, was 
elected president of the General ager 
& Managers Division at Peoria, IIl., 
an outing and meeting, succeeding J. B. 
Scott, Prudential. 


ACCIDENT 


Public Attitude 
Toward A. & H. 
Found Favorable 


DETROIT—An unexpectedly  satis- 
factory showing as to the public’s atti- 
tude toward accident and health insur- 
ance was revealed by a poll of public 
opinion conducted by the public rela- 
tions committee of the National Asso- 
ciation of Accident & Health Under- 
writers, on which Fred M. Walters, 
General Accident, Philadelphia, reported 
at the annual meeting here. 

Last April the committee wrote to 
each local association and to each mem- 
ber company, announcing its desire to 
conduct the poll and enclosing 10 ques- 
tionnaire forms to be turned over to dif- 
ferent members or agents. In turn, each 
of these would ask 10 persons the se- 
lected questions and report the results. 
It was hoped to get at least a prelimi- 
nary idea as to the public’s reaction to 
the claim paying record of the accident 
and health business, whether the public 
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thinks it is providing adequate coverage, 
and the attitude toward government 
health insurance. It was realized that 
the poll would be only an indication of 
the direction of the wind, but might be 
helpful in determining whether a large 
scale poll might be considered in the 
future. Returns were received from 13 
local associations and 26 companies. 


Questions Asked the Public 


The questions asked the public were: 

1. Have you or one of your friends 
ever had occasion to file a claim under 
an accident and health policy? If so, 
was the settlement satisfactory? 

The answers indicated: Yes (satis- 
factory), 74 percent; no (unsatisfactory), 
13.7 percent; no experience, 12.3 per- 
cent. 

2. Is it your opinion that accident and 
health insurance as now written by the 
insurance companies provides the cover- 
age needed by you and by the public 
generally? 

The answers were: Yes, 78.4 percent; 
no, 18.9 percent; no opinion, 2.7 per- 
cent. 

3. Would you prefer accident and 
health insurance as now provided by the 
insurance companies on a_ voluntary 
basis, by the government on a compul- 
sory basis, or a combination of the two? 

The answers revealed: Present basis, 
82.5 percent; government insurance, 8.3, 
percent; combined basis, 8.1 percent, no 
opinion, 1.1 percent. 

These figures represent contacts with 
1,664 persons made by approximately 
160 agents and company men. Replies 
were received from more than half of 
the 48 states, including all sections of 
the country—east, middle west, south, 
southwest and Pacific Coast, and they 
are regarded as representing a very fair 
cross section. 

The committee intends later to make 
a further report, including a summary 
of some of the comments made by 
agents and members of the public, 
analyzing the results and commenting 
on some of the obvious trends and indi- 
cations. 


Woodward Resigns 


From Old Line 


Harry A. Woodward has resigned as 
manager of the accident and health de- 
partment of Old Line Life of Milwaukee 
because of ill health. He has been asso- 
ciated with the company for 27 years in 
that department, for the last 17 years 
as manager. Mr. Woodward will be 
available for consultation. 

He is a native of southern Illinois, 
where he taught school and sold school 
supplies in the summer. His success at 
selling provided a strong incentive to 
leave the class room, and he went with 
Illinois Steel Company, later becoming 
sales representative for the Grant Mar- 
ble Company of Milwaukee. He is a 
Spanish-American war veteran. 

He first became associated with Old 
Line in 1915 as an A. & H. salesman, 
then successively was field superintend- 
ent and claim adjuster. In 1925 he was 
appointed manager of the department, 
which under his management has about 
doubled its premium income. Mr. Wood- 
ward has been active in the Health & 
Accident Underwriters Conference, serv- 
ing on various committees and as an of- 
ficer. 


Sam Goodfriend of Peoria 
Aetna Life A. & H. Leader 


Sam Goodfriend of the Schriver 
agency of Aetna Life in Peoria, IIl., is 
first in the United States for that com- 
pany in amount of accident and health 
insurance sold in the first six months 
this year. The total is more than he sold 
in all of 1941, when he stood seventh na- 
tion-wide. He was 16th in 1940. His 
sales territory is Peoria and Morton, II. 

Mr. Goodfriend, when a prospect says 
he is not interested in buying any life in- 
surance says he does not want to discuss 
life insurance but his purpose is to find 
out if the man has all the dollars he will 
need if he should be disabled and have 
to go to a hospital. “You know, if the 
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breadwinner gets down the breadeater 
doesn’t stop,” he says. Then he pro- 
poses accident and health insurance. 





Civilian War Injury Policy 
Submitted to Departments 


The civilian war injury policy, spon- 
sored by the Health & Accident Under- 
writers Conference, is now in the hands 
of the insurance departments, and the 
management committee headed by C. O. 
Pauley, Great Northern Life, is hopeful 
of blanket approval within the next few 
days. This will mean that agents of all 
companies which subscribe to the plan 
will be in a position to offer this cover- 
age to their clients not later than Au- 
gust 1. ; 

At a committee meeting in Detroit 
Monday, agreement was reached on all 
questions as to the coverage of the pol- 
icy itself and the method, of distributing 
the risk through a reinsurance pool, and 
the committee is in complete accord on 
other details which might have been con- 
sidered stumbling blocks several weeks 
ago. 

The general form of the reinsurance 
agreement was approved, and it is ex- 
pected that the entire story of the plan 
will be in the hands of all companies, 
conference or otherwise, within 10 days. 
At that time a sample of the policy, the 
application and the reinsurance treaty 
will be sent for the inspection of these 
companies, which will be asked to say 
“ves” or “no” by a certain deadline date 
which will be specified. Participation in 
the risk will be invited on the basis of 
maximums and minimums, which may 
have to undergo some adjustments when 
the companies have expressed their in- 
dividual and collective desires. 

A number of changes, mainly of a mi- 
nor nature, have been made in the policy 
itself. The name has been changed to 
“Civilian War Injury Policy,’ substi- 
tuting “injury for hazard.” In the insur- 
ing clause, where reference originally 
was made to coverage for injuries as the 
result of defense against attack, it now 
reads “resisting such an attack.” 


Illinois Mutual Home Office 
Girls Stage Campaign 


In its 10th annual girls week cam- 
paign Illinois Mutual Casualty secured 
325 accident and health applications. 
Every year the home office girls directed 
by Miss G. P. Edwards, secretary, take 
over the production of business for a 
week. Attractive and stimulating sales 
messages are sent out. The girls prepare 
the ideas, mimeograph and hand color 
the bulletins. As a result the campaign 
is always well received by the agency 
force as the promotional pieces are out- 
standing in originality and design. 











A. W. Nelson to Direct 

NEW YORK—A,. Wilbur Nelson, 
well-known for his newspaper writings 
on life insurance topics and his public 
relations and promotional work in the 
field, has been added to the staff of the 
Institute of Life Insurance to direct the 
activities of the new “Keep Well Cru- 
sade.” 

Born in Omaha, Mr. Nelson attended 
Nebraska University. In 1914 he en- 
tered advertising with a Chicago 
agency. At the outbreak of the war 
in 1917 he joined the Navy. After the 
war he became associated with the Na- 
tional City Company of New York in 
Chicago. 

Mr. Nelson entered newspaper work 
in 1922 with the Rochester “Journal- 
American.” He later came to New 
York, where he was insurance editor 
and columnist of the New York 
“American” and later insurance editor 
of the New York “Herald-Tribune.” 

From 1932-1940 he was engaged in 
public relations work as assistant to 
the general manager of the National 
Board of Fire Underwriters. In 1940 
he became insurance editor of the 
Philadelphia “Evening Public Ledger,” 
also svndicating an insurance column 
through the Ledger Syndicate. 
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Congress Must Hear 
trom People on Tax 
Bills-Witherspoon 


NASHVILLE—Urging life  under- 
writers to get policyholders to support 
the two life insurance tax exemption 
measures now being considered in Con- 
gress, John A. Witherspoon, general 
agent John Hancock Mutual and presi- 
dent of the National Association of Life 
Underwriters, spoke to his home asso- 
ciation, declaring that there is “very 
definite hope” of the passage of laws 
continuing the $40,000 inheritance tax 
exemption on life insurance and allow- 
ing a reasonable deduction for life in- 
surance premiums from income tax. He 
stated that he was told in Washington 
that congressmen “must hear from the 
people” before acting favorably on these 
proposals. 

Mr. Witherspoon reported that he had 
traveled 52,000 miles in the interest of 
the National association since January. 

R. Scalter Brown, Equitable Life, Ia., 
was inducted into office as president of 
the Nashville association by Mr. Wither- 
spoon. Other new officers are: H. F. 
Shipp, Metropolitan Life, vice-president; 
Fred T. Ragan, Mutual Life, secretary- 
treasurer, and N. B. Moates, M. L. 
Langford, Hugh Dozier, and Alvin Car- 
ney, directors. Recognition was given 
to Alden Smith, Northwestern Mutual, 
just certified to the “Million Dollar 
Round Table” as Nashville’s first repre- 
sentative since John Witherspoon made 
it 12 years ago. Directors presented 
gavels to Sam McGaw, Northwestern 
Mutual, retiring president, and to James 
E. Fly, Reliance Life, a past president 
and now president of the Tennessee 
Association of Life Underwriters. 





North Carolina Association 
Elects Glenn President 


GREENSBORO, N. C.—The North 
Carolina State Association of Life Un- 
derwriters at its annual meeting elected 
John A. Glenn, Winston-Salem, as 
president to succeed Oy) stiee Richardson, 
Raleigh. 

E. L. Tilley, Durham, was elected 
first vice-president; C. M. Hassell, 
Charlotte, second vice-president; W. J. 
Bernstein, Greensboro, treasurer, and 
the incoming president appointed 
George Elliott, Winston-Salem, as sec- 
retary. 

After hearing a legislative report by 
L. W. Norton, Durham, it was decided 
to request the 1943 session of the leg- 
islature to put a 30-day “date back” 
limit on writing policies. 

Speakers included: D. D. Edmunds, 
Winston-Salem, “Objectives of a Life 
Underwriters Association;” Mr. Tilley, 
“Budget and Finance;” Hal Trentman, 
Raleigh, “Keeping in Step;” Mr. Has- 
sell, “Where Are We Going?” W. E. 
Chambers, Asheville, “Our Unorgan- 
ized Middle Class;’ H. P. Foust, 
Greensboro, “Building for the Future;” 
W. H. Andrews, Jr., Greensboro, na- 
tional trustee, “What Price Do We 
Pay?” and A. Z. Foster-Wood, Greens- 
boro, tax counsel, who discussed tax 
problems as they relate to insurance 
men. 





Kail Heads Cleveland Group 


Harry H. Kail, Connecticut Mutual 
Life, has been elected president of the 
supervisors group of the Cleveland 
Life Underwriters Association. D. 
Miley Phipps, New England Mutual, is 
vice-president; Ben Patch, Prudential, 
secretary and Walter Cleveland, Bank- 
ers of Iowa, treasurer. 





Houston—Admiral P. W. Foote spoke 
at a meeting in connection with the war 
bond campaign. 


Cassidy Is Elected 
Head of California 
Association 


LOS ANGELES—Col. H. Kenneth 
Cassidy, general agent Pacific Mutual, 
San Franerse¢o, 
was elected presi- 
dent of the Cali- 
fornia Association 
ot Life Underwrit- 
ers at the annual 
meeting here. 
Other new ‘officers 
are: Vice-presi- 
dent, John R. 
Mage, general] 
agent Northwest- 
ern Mutual, Los 
Angeles; secretary- 
treasurer, G. F 
McKenna, Conti- 
nental Assurance, 
(manager life department California 
agencies) San Francisco; executive 
committee, southern district, Harold G. 
Saul, general agent John Hancock, Los 


F 






H. K. Cassidy 


Angeles; northern district, Herrick 
Brown, manager Prudential, Oakland. 
John V. Hines, executive secretary, 


by unanimous vote was reappointed. 

The convention was preceded by a 
cocktail party with Pacific Mutual offi- 
cials as hosts, and afterward Occidental 
Life of California was host to the of- 
ficers and executive committeemen and 
directors at dinner. 

President Saul in the first session ap- 
pointed committees. Kellogg Van 
Winkle, legislative chairman, urged 
greater action. There must be adjust- 
ment after the war and life agents 
must be ready to assume this task. In 
the reconstruction period life insurance 
and other public institutions will face 
heavy strain and must be prepared to 
withstand it. 


Roberts Urges Greater Powers 


Roy Ray Roberts, national trustee, 
urged the state association be strength- 
ened and given enlarged powers, in 
line with suggestions by national lead- 
ers. 

The almost irrepressible “Ham and 
Eggs” fallacy came up when it was 
noted this plan, along with repeal of 
the “secondary boycott” measure passed 
by the last legislature, was among sub- 
jects for which a place w ould be sought 
on the ballot at the coming primaries. 
It was declared “Ham and eggs” advo- 
cates and organized labor are likely to 
join forces. 

Mr. Van Winkle reported on salary 
allotment sale of war bonds that Cali- 
fornia led all states on the basis of 
population, wealth and total bank clear- 


ings. 
Mr. Roberts, who also is national 
educational chairman, told what has 


been accomplished and said it is hoped 
to have life insurance courses included 
in the curricula of schools. He cited 
text books that have been prepared on 
the subject and said errors in early edi- 
tions have been eliminated but there 
are errors in present editions that 
should be corrected. Getting life insur- 
ance in the schools is a job requiring 
a long term of years, he said. Local 
associations should appoint educational 
committees to consult with school au- 
thorities, not as life agents but as citi- 
zens, in order to forward the work. 


Cleeton Talks on Caravans 


C. E. Cleeton, retiring president Los 
Angeles association, reported on the 
southern California caravan work. The 
visits brought many new members to 
the local associations. Caravan meet- 
ings also should be held in agencies, 
he said. Mr, Cleeton urged more mem- 
bership work among industrial agents. 

President-elect Cassidy said one of 
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the aims of his administration would 
be to form a speakers bureau. The pur- 


pose is to reach smaller communities 
with stimulating programs. 

Mr. Van Winkle discussed the meas- 
ure relative to reduction of the present 
premium tax in California and urged 
the association endorse the amendment, 
which was done. He recommended nam- 
ing a committee to act on the effort to 
have Congress retain the $40,000 life 
insurance exemption in the inheritance 


tax laws. This recommendation was 
approved. F 
The life analyst bill passed by the 


last legislature, he said, seems to be 
working fairly well, as only three per- 
sons had applied for such a license, and 
none had passed the examination. 


National Projects Approved 


President-elect Cassidy presented 
three recommendations by National As- 
sociation of Life Underwriters repre- 
sentatives for which he urged approval. 
These were that state associations have 
one national committeeman for a three- 
year term; that the National association 
by-laws be changed to require local 
associations to belong to state assacia- 
tions, and that a standard form of by- 
laws for local associations be adopted 
by the National association. These 
recommendations were approved. 

The convention adjourned with a 
standing silent tribute to the memory 
of the late Roger B. Hull. 

Officers and delegates 
the Life Insurance Managers Associa- 
tion of Los Angeles at a _ luncheon. 
President-elect Cassidy spoke about the 
situation in war time. 

George H. Page, former president, 
general agent California-Western States 
Life, was presented a plaque in appre- 
ciation for his work in 1940-1941. 

Dr. A. Polyzoides of the faculty of 
University of Southern California, well- 
known columnist, spoke at the lunch- 
eon on “War and America’s Destiny.” 
He said it is the United States’ destiny 
after the war to lead in building a bet- 
ter world. The country is awake as 
never before to what is happening, he 
said. 


joined with 


Oklahoma State Group 
Reelects Wilson President 


TULSA—With 100 in attendance, the 
first annual convention of the Oklahoma 
Association of Life Underwriters was 
held here with President J. Hawley 
Wilson wielding the gavel. As the as- 
sociation was not organized until last 





J. HAWLEY WILSON 


December and the present officers have 
served but half a term, it was. decided 
to reelect the entire official staff to 
serve for another year. Mr. Wilson, 
Oklahoma City general agent Massa- 
chusetts Mutual, was reelected presi- 
dent; Roscoe J. Grimm, Tulsa manager 
Metropolitan Life, first vice- -president; 
James D. Booth, jr., Equitable Society, 
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Muskogee, second vice-president; J. J. 
Venters, Prudential, Enid, third vice- 
president; and Bryan Bowers, Okla- 


homa City, secretary-treasurer. 

The directors decided that the same 
program scheduled for the annual sales 
congress in Oklahoma City in the mid- 
winter, will be repeated at Tulsa the 
following day in order to give the life 
underwriters in eastern Oklahoma an 
opportunity to attend when the tire 
situation might otherwise interfere, 

Kenney E. Williamson, Peoria, 
general agent Massachusetts 
tual, was the main speaker, 

Mr. Williamson gave some timely ap- 
proaches. “I want to talk to you about 
the money you won’t be able to spend,” 
he tells some prospects. In talking 
about insurance for the wife, he says, 
“Do you always keep a minimum bal- 
ance of $2 ,000 to $5,000 in your checking 
account.” In approaching the wife for a 
joint evening interview, Mr. Williamson 
says, “I want to talk to you for a few 
minutes about your social security and 
that for your children.” 

The popular retirement income ap- 
proach is “Can you save $10 a month?” 
Salary savings plans provide an easy 
way to get to a large number of indus- 
trial workers, he finds. In selling educa- 
tional insurance, “Have you definitely 
made up your mind to send your boy to 
college? Let’s arrange the details.” A 
useful tax approach to the wealthy man 
or woman—“Would you like to discount 
your taxes from 30 percent to 96 per- 
cent?” 

Whenever there is a situation which 
involves a financial loss to someone in 
the event of someone’s death, the agents 
have a job to do, he feels. “Mr. Pros- 
pect, if the war bonds paid no interest 
at all, you would buy them just the 
same, wouldn’t you?” Then he can put 
the difference between $37.50 a month 
and $50 a month into life insurance. In 
answer to inflation objections, “If you 
knew your house would burn and cost 
you twice as much to replace it, would 
you reduce your fire insurance or buy 
more?” 

Life insurance will endure as long as 
life is uncertain, income is needed, and 
fathers love their families, he said. 
Agents need a clear picture of the job 
to be done and its importance, and a 
fighting and crusading spirit, Mr. Wil- 
liamson concluded. 


Ek, 
Mu- 





Marlene Dietrich Featured 


CINCINNATI—M arlene Dietrich, 
movie star, was the principal speaker 
at a luncheon rally under the auspices 
of the payroll allotment committee of 
the Cincinnati Life Underwriters. She 
congratulated the life insurance men 
who are handling 99 percent of the pay- 
roll allotment plan in Cincinnati. 

12, Trounstine, state chairman of 
the war savings staff, and H. H. Bredloe, 
executive secretary of the Ohio organi- 
zation, said that Cincinnati has done 
the best job of any city in the nation. 
Starting out in January, under the chair- 
manship of Guy D. Randolph, general 
agent New England Mutual, 20 teams 
making a total of 125 members have set 
up the plan in over 800 firms, 300 of 
which have over 90 percent participat- 


ng. 
W. W. Sullivan, Massachusetts Mu- 
tual, is in charge of publicity; W. T. 


Craig, general agent Aetna Life, has 


handled the training of the solicitors. 
George J. Woodward, agency manager 
Equitable Society, is responsible for all 
firms of less than 100 employees. Judd 
C. Benson, general agent Union Central, 
is chairman of the advisory committee. 
The Treasury certificate of award was 
presented to Mr. Craig for the Cincin- 
nati association by Miss Dietrich. 

Robert A. Groenke, Mutual Benefit, 
was chairman of the luncheon. 





John Sisk Named Head 
of Milwaukee Association 


John Sisk, supervisor Bankers Life 
of Iowa, was elected president of the 
Milwaukee Association of Life Under- 
writers to succeed H. C. Fuller, Sr., 
Northwestern Mutual Life. Edward C. 
Green, Metropolitan Life, becomes first 
vice-president; Edward c. Meng, Trav- 
elers, second vice-president; B. W 
Reagles, National Life of Vermont, 
secretary; A. J. Nussbaum, Massachu- 
setts Mutual, treasurer, and F. C. 
Hughes, Mutual Benefit Life, national 
committeeman. 

President Sisk was a star football 
player at Marquette University and 
with the Chicago Bears before he 
entered life insurance. He is one of his 
company’s leading top producers on a 
country-wide basis. 





McPherrin Elected in K. C. 


KANSAS CITY—William L. Mc- 
Pherrin, Kansas City Life, was elected 
president of the Life Underwriters As- 
sociation of Kansas City at the annual 
meeting. Other officers are: Paul 
French, manager New York Life, and 
W. Verne Wilkin, manager Union Cen- 
tral, vice-presidents; George L. Maltby, 
district manager Equitable of Iowa, 
secretary-treasurer; J. Frank Trotter, 
manager Mutual of New York, national 
committeeman; and directors: Glen S. 
Baker, manager, Prudential; C. Fairchild 
Gill, National of Vermont; Jack Haas, 
manager Fidelity Mutual; Ernest C. 
Hodder, assistant agency manager Equi- 
table Society; Harry Lucas, manager 
Metropolitan; O. J. Ofdenkamp, super- 
intendent Prudential, Kansas City, Kan.; 
Mrs. Nelle Byrd Otto, New York Life. 








Wheeling, W. Va. ew officers are: 
J. Edward Chance, general agent Jeffer- 
son Standard Life, president; George P. 
Roberts, Massachusetts Mutual Life, 
vice-president; A. V.-Ruckman, Equita- 
ble Life, secretary. Directors are Helen 
M. Gallaher, Northwestern Mutual; H. 
R. Keister, Mutual Life, and R. S. Rine, 
State Farm Life. J. R. Paisley, Trav- 
elers, was elected national committee- 
man. 


Jacksonville, Fla.—William Stark, 
Equitable Society, has been elected presi- 


dent. He succeeds Weyman Dean, Life 
& Casualty. E. R. Hickman, American 
National, is vice-president, and James 


Randolph, Prudential, secretary-treas- 
urer. Because of war conditions, the 
association voted to continue its regular 
monthly meetings through the summer. 


Sioux City, Ia.—The new president is 
Fred W. Van Rheenen, Prudential; vice- 
president, Alvon H. Doty, Mutual Bene- 
fit; secretary, Charles W. Rosser, John 
Hancock; treasurer, Ralph M. Tritz, Na- 
tional Life; directors, Eugene W. Egan, 
Northwestern Mutual; Howard S. Hat- 
field, Massachusetts Mutual; Harold E. 
McComb, -Mutual Benefit; Eugene L. 
O’Connor, Metropolitan, and J. D. Walsh, 








THE 


SECURITY 





ment. 


DETROIT 


2724-6 Union Guardian Bidg. 
F. W. SIMPSON, Manager 


ESTABLISHED 


Y Life Insurance estates are simple 
and sure. Your programme should 
be built to provide immediate 
cash at death, plus family income 
and a Private Income for retire- 


1889 — HEAD OFFICE — WATERLOO 


DOMINION 


LIFE 


ASSURANCE COMPANY 


800-801 Olds Tower Bidg. 
ROY G. NOWLIN, Manager 





ONTARIO 








HANKERS IFE 


NEBRASKA 














... A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


° 
INVESTIGATE 
TODAY! 


LentralLife 


INSURANCE COMPANY 


of Illinois 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 


PRESIDENT 
CHICAGO 





20 
Bankers of Iowa. National committee- 
man, Phil Orchard, Northwestern Na- 


tional; state committeeman, Eugene L. 
O’Connor, Metropolitan. 

Indianapolis—C. Fred Davis, State Mu- 
tual Life, was elected president in a 
mail ballot. Horace E. Storer is first 
vice-president; Guy E. Morrison, second 
vice-president; Earl T. Bonham, secre- 
tary; B. A. Burkart, treasurer; and R. I. 
Blakeman, Jr., retiring president, is hon- 
orary director. 

Beginning his insurance career in 1909 


in Kansas City, Mr. Davis came to In- 
dianapolis in 1913. He was awarded 
the C.L.U. designation in 1938. He 


served as president of the Indianapolis 
Cis 0. 

Sacramento—The new _ president is 
Woody Rigby, Beneficial Life; first vice- 
president, Ep Noyes, Travelers; second 
vice-president, John Vayder, Metropoli- 
tan; secretary, Dutch Scherf, California- 
Western States; executive committee, 
Irvin Barr, Occidental; Wm. Smith Gill, 
Prudential; Bill Hopkins, Northwestern 
Mutual; J. S. Marr, Lincoln National; A. 
E. Walkey, Equitable of Iowa; Geo. Wil- 
liams, New York Iife. 

The retiring president is Mr. Barr. 





Hutchinson, Kan. Frank J. Mercer, 
Farmers & Bankers, was elected presi- 
dent; Leo Coffman, Prudential, vice- 
president, and Bert S. Berry, renamed 


secretary-treasurer. R. B. Daniels, North- 
western National, is national committee- 
Semi-monthly meetings will con- 


man. 
tinue during the summer. Vernon L. 
Thompson, vice-president and agency 


manager Mid-West Life, discussed policy 
provisions at the last meeting. 

District of Columbia — Officers elected 
are: President, J. M. Silverman, Metro- 
politan; first vice-president, G. A. Hatzes, 
Fidelity Mutual; second vice-president, 
Cc. F. Suter, Berkshire Life; A. C. Pear- 
son, Massachusetts Mutual, reelected sec- 
retary. T. L. O’Brien is the retiring 
president. Mr. Silverman, George Wash- 
ington University graduate, is a member 
of the District of Columbia bar and is 
a C. Te T. 

Peoria — Members will call on 2,600 
firms to push the salary allotment method 
of buying defense bonds, it was decided 
at an organization meeting at which 
team captains were appointed. John H. 
teno, Equitable Society, chairman; L. O. 
Schriver, Aetna Life, general chairman 
Greater Peoria Victory bond organiza- 
tion, and Herbert Graves, deputy admin- 
istrator of the Treasury for bonds sales, 


took part. 

Central Massachusetts—At the annual 
meeting in Worcester the following were 
elected: President, George C. Marble, 


Provident Mutual; vice-president, H. M. 
Carleton, Connecticut General; secretary, 
Lillian A. Peterson, State Mutual Life; 
treasurer, E. N. Hennessey, Phoenix Mu- 
tual; executive committee, S. C. Thurston, 
John Hancock; J. B. Hawkins, Mutual 
Trust; B. EK. Snow, Jr., State Mutual. 


Burlington, Vt.—The following officers 


were elected: President, John P. Mc- 
Donough, John Hancock Mutual Life; 
vice-president, F. J. Hendee, New York 
Life; secretary, Charles Lyman; treas- 
urer, E. F. Osguor; new directors, A. R. 
Briggs, Aetna Life; H. A. Butler, Berk- 
shire Life: C. E. Fisher, B. F. Garrity, 
Metropolitan Life, and J. R. Olson, Pru- 


dential. Albert E. Jenson, Vermont gen- 
eral agent Penn Mutual, spoke. 
Tulsa—At the annual meeting the fol- 
lowing officers were elected: President, 
George C. White, Prudential; vice-presi- 
dent, H. A. Little, Minnesota Mutual; sec- 
retary, Frank Jankowsky, Equitable So- 


ciety, and treasurer, J. E. Jones, Atlas 
Life. 
Following the election there was a 


luncheon meeting of the Oklahoma Life 
Underwriters Association with represen- 
tatives of the Oklahoma City, Enid, 
Ponea City, Stillwater and Muskogee 
associations attending. Kenney William- 
son of the Reuling & Williamson general 
of Massachusetts Mutual Life, 
Ill., spoke on “Selling Under 
Present Day Conditions.” 

Jackson, Tenn.—-With a membership 
of 52, largest in its history, the Jackson 
association elected W. B. Shasteen to 
succeed H. L. Dement as president; W. L. 
Eubanks, Jr., vice-president; J. N. 
Slaughter, secretary-treasurer; and R. O. 
DeLoach, A. J. Knight, T. J. Powell, Carl 
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P. Smith, J. C. Barlow, and E. H. Holmes, 
directors. A barbecue will be staged in 
August. A committee of 16 members of 
the association will make a renewed 
war bond drive in interest of the salary 
allotment plan. 

Chattanooga, Tenn.—Following his 
election as president to succeed Kings 
Fritts, Chester O. Stephens was presented 
with a “Vitamin Corsage,” consisting of 
carrots, lettuce, radishes, and other vege- 
tables. Other officers elected were Thomas 
M. Devine, vice-president; J. Vance Old- 
ham, secretary-treasurer; B. H. Odom, 
national trustee; and Charles L. MeDon- 
ald, Eugene O'Neill, John R. Humpreys, 
and Marvin Batholomew, directors. 

Wichita, Kan.—S. G. Glover, National 
Life & Accident, was renamed president 
at the annual meeting. Mr. Glover filled 
out the unexpired term of W. H. Nicholls, 
Jr.. Penn Mutual, who was transferred 
to Grand Rapids. Paul Jernigan, Penn 
Mutual, was named vice-president, and 
Leo R. Porter, Lincoln National, secre- 
tary-treasurer. <A picnic meeting is 
scheduled for the ,mid-summer. 

Montreal—G. M. Barry is president; 
Rene Pelletier, first vice-president; A. H. 
Lamber, second vice-president: W. O. 
Percy, treasurer. 

Portland, Ore. 
necticut Mutual 


toland Lockwood, Con- 
Life, has been elected 
president; R. W. Harrison, Prudential, 
vice-president, and W. B. Feldenheimer, 
Union Central Life, secretary-treasurer. 

Topeka, Kan.—Elmer E. Shurtleff, Vic- 
tory Life, was named president, succeed- 
ing Louis R. Smith, Equitable Society. 
Vice-president is Charles B. Barnes, Pru- 
dential; secretary, Cecil N. Peterson, 
Union Central; treasurer, Gerald F. 
Hayes, Massachusetts Mutual, and direc- 
tors W. A. Barton, Prudential; W. A. 
Monahan, Metropolitan; John Ransom, 
Home Life, N. Y., H. K. Stewart, Aetna 
Life, and W. H. Waters, National Life & 
Accident. An outing and dinner followed 
the business meeting. 

Youngstown, O.—George P. Finnegan, 
manager Metropolitan Life, has been 
elected president; Edwin D. McGwire, 
vice-president; Belle Briggs, treasurer; 
and Sam Hankins, secretary. 

Champaign, Ill.—Temporary officers 
named for reorganization until Septem- 
ber are: President, Frank Murphy, Mas- 
sachusetts Mutual; secretary-treasurer, 
N. P. Blanchard, Security Mutual; na- 
tional committeeman, Frank Murphy. 

East St. Louis, Ill—New officers 
named are: President, Arthur J. Long, 
John Hancock; vice-president, James J. 
Egan, Metropolitan; second vice-presi- 
dent, Joseph H. Hudson, John Hancock; 








secretary, Hale H. Biddle, John Han- 
cock; treasurer, Philip H. Wachtel, John 
Hancock; national committeeman, Ed- 
ward C. Clark, Metropolitan. 

Quincy, ITll.—Herbert Elston was 


elected president, the other new officers 
being: vice-president, H. L. Angus, Pru- 
dential; secretary-treasurer, Laurence 


Wellman, Occidental of Cal.; national 
committeeman, Nate Mack, Equitable 
Society. 


Elgin, Tl.—Stewart D. Marquis, agency 
supervisor Ewing agency of Provident 
Mutual in Chicago, talked on “Don’t let 
‘Em Push You Around.” He brought out 
that agents are too easily put off or 
pushed away from sales by listening to 
the prospect’s objections when what 
should be done is to push away the ob- 
jections and write insurance which the 
agent knows the prospect needs. 
Springtield, O.—KE. G. DesCombes, Na- 
tional L. & A., is president, succeeding J. 


D. Lytle, Metropolitan. V. L. Ballentine, 


Penn Mutual, is vice-president; I. 
Capehart, Western & Southern, is secre- 
tary. 


Minneapolis—The outing and gridiron 
party which had been planned for July 
9 has been called off following the can- 
celing of the National association con- 
vention. However, some sort of an out- 
ing is being planned by the association 
for July. 

Flint, Mich.—Karl O. Swayze, Mutual 
Life, N. Y., has been elected president 
after having served several months as 
acting president. Other new officers are: 
first vice-president, J. Gorton Milliken, 
Northwestern Mutual; second vice-presi- 
denet, Alvin C. Priehs, Metropolitan Life; 
secretary-treasurer, Arthur E. Cobb, 
who was re-elected. Miss Alice L. Mea- 
dows, Massachusetts Mutual, was named 
a director. 

Indiana—Pledging cooperation of 650 
members as volunteers serving with the 
Indiana war bonds payroll savings staff, 
the new officers and directors of 16 as- 
sociation in Indiana met Saturday in an 
educational meeting for local association 
officials. Howard E. Nyhart, state presi- 
dent, presided. Speakers included Eber 
M. Spence, state chairman war bonds 
payroll savings plan; Joseph G. Wood, 
counsel and George R. Douglass, secre- 
tary Indiana State Association of Life 
Underwriters; Cecil Taylor, executive 
secretary Indianapolis association; and 
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American 
Vien- 


Krueger, treasurer 
Commissioner 


Edward A. 
Society C. L. U. 
mann was a guest. 

Harrisburg, Pa.—Officers were elected 
at the annual luncheon and golf party 
as follows: President, W. A. Arnold, 
2nd vice-president, Fred Lumb, and sec- 
retary-treasurer, Harry P. Johnson. Dr. 
Charles S. Tippetts, headmaster of the 
Mercersburg Academy, spoke. 

Louisville—Marshall Roberts, 





Reliance 


Life, is the new president; Robert P. 
Adams, Jr., Travelers, first vice-presi- 
dent; Morgan Woodward, Prudential, 


second vice-president; George Y. Rags- 
dale, Union Central, secretary; Robert 
Bamber, Northwestern Mutual, C. T. Sim- 
mons, Metropolitan, Henry Abraham, 
Commonwealth, and Hope Haas, Mutual 
3enefit, directors. 

Columbia, S. C.—T. K. Knight was 
elected president, Theodore Boliver, vice- 
president; Douglass Danforth,  secre- 
tary-treasurer; and Robert Adams, ZJr., 
Davant Bostick, Bennette Davenport, 
Carroll Jones, H. H. Mims and A. M. 
Orgain, directors. 

Los Angeles—C. E. Cleeton, general 
agent of Occidental Life of California, 
when he became president of the asso- 
ciation here set a mark of 750 members 
by June 30. At the California associa- 
tion convention here he reported the 
mark had been passed in paid member- 
ship. 





Wisconsin Congress 
Meets at Madison 


A resolution to publicize the story of 
the fraternal system fully on a nation- 
wide basis through the National Fra- 
ternal Congress and state congresses 
was adopted at the mid-year meeting of 
the Wisconsin Fraternal Congress held 
in Madison with S. A. Oscar, president, 


who is secretary of National Mutual 
3enefit of that city, presiding. The 
original motion was made by J. G. 


Grundle, Catholic Family Protective, to 
form a Wisconsin committee to carry 
on the work in that state alone, but 
was amended by A. O. Benz, president 
Aid Association for Lutherans and past 
president National Fraternal Congress, 
to put it on a national basis. Mr. Benz 
said he would attempt to place the sub- 
ject on the N.F.C. program at its annual 
meeting in Chicago this fall. The 
motion by Mr. Benz to name Mr. 
Grundle as a committee-of-one to pre- 
sent the subject at that meeting was 
adopted. 


Grundle Propounds Questions 


Mr. Grundle in a talk on “Adequacy” 
asked a number of questions: Whether 
the service to members was adequate? 
Whether societies have equipped their 
representatives with the necessary tools 
and sent out trained men? “What 
about our secretaries of our local units?” 
he asked, “Are they trained in service 
giving: Do we when we go before the 
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insurance public properly present our 
program? Have we the requisite num- 
ber of contracts to take care of life situ- 
ations as they develop? Have we taken 
advantage of the fact that when a first 
policy is sold in a home we have not 
only a golden opportunity but a definite 
duty periodically to return to that home 
and service the policies written? Is our 
presentation to the public of the insur- 
ance service we have to sell adequate?” 

Mr. Grundle said something must be 
wrong with the institution when legal 
reserve fraternal insurance has fallen 
below 5 percent of all legal reserve life 
insurance in force in this country, 
although in 1895 it represented 62 per- 
cent. 


Several Speakers on Program 


N. J. Williams, president Equitable 
Reserve and_ vice-president N.F.C., 
extended greetings for President T. R. 
Heaney, who was unable to attend. 
R. L. Hesse, general agent Lincoln Life 
at Madison, talked on “Our Field for 
Insurance When at War.” E. D, 
Brown, Jr., Chicago actuary, spoke on 
the effect of war on life insurance, Prof. 
Faye H. Elwell, director school of 
commerce, University of Wisconsin, 
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told how the school can be of benefit 
to fraternals in the state and how they 
can help the school’s insurance section 
in its development. 

L. Blodgett, National Mutual 
Benefit, read a paper on how to secure 
proof of death when a member is killed 
in service. S. A. Oscar spoke for the 
legislative committee on proposals that 
may go before the next session of the 
legislature. J. P. Michalski, Polish 
Association, told of the Milwaukee Fra- 
ternal Day celebration in May. 





_ Secretary A. Comstock assisted 
President Oscar in the session. Mr. 
Grundle is vice-president. 
C. O. F. to Pay Dividends 
Totaling $225,000 

Catholic Order of Foresters an- 


nounced it would as usual pay its an- 
nual dividend on certificates as of June 
30 in spite of the fact that expenses are 
generally high and the interest rates 
earned are the lowest in the history of 
the country. The dividend amounts to 
one monthly assessment, or 844 percent. 
Dividends are paid to all members who 
have been in the order for one full 
year prior to July 1, 1942 and have paid 
not less than 12 monthly mortuary con- 
tributions, excepting members holding 
National Fraternal Congress and frac- 
tional paid up certificates. The total 
distribution approximates $225,000. 

Illinois state court of C. O. F. will 
hold its annual golf tournament June 21 
at Elmgate Golf Club near Glenview, 
Ill. George A. Grieshaber is general 
chairman of arrangements. The state 
court has just closed its annual bowling 
tournament at Chicago in which 141 
five-man teams, 122 two-man teams and 
235 individuals participated. 





Commissioner Sullivan 
Addresses Congress 


Commissioner Sullivan of the state of 
Washington was the principal speaker 
at the annual convention of the Wash- 
ington State Fraternal Congress held in 
Seattle. T. J. Ivers, Catholic Order of 
Foresters, presided as congress presi- 
dent. Mayor Devin of Seattle extended 
welcome, with a response by Miss Fern 
Bauersfeld, state manager of Woodmen 


Circle. 

Among the speakers were G. T. 
Davis, district manager Woodmen of 
the World; Robert Goldberg, state 
commander of Maccabees; W. H. Tyer, 
state manager of Modern Woodmen; 
Mrs. Lois A. Geiser, national second 


vice-president of Degree of Honor. 


At the banquet J. F. Fogarty, grand 
master workman A.O.U.W. of Wash- 
ington, was toastmaster. Mrs. Minnie 


Hiner, head of Neighbors of Woodcraft, 
Commissioner Sullivan and Reverend 
Francis E. Corkery, president of Seat- 
tle College, gave addresses. 


Royal Arcanum Staff Is 
Named in Western Rally 


PORTLAND, ORE—Members of 
Royal Arcanum, meeting from Oregon, 
Washington and British Columbia, 
elected officers to assist Fred H. Ander- 
son of Olympia, grand regent. Those 
named include: Herbert Applegate, Vic- 
toria, B. C., supreme representative; 
G. W. Anderson, Seattle, alternate rep- 
resentative; Frank Johnson, Vancouver, 
B. C., grand vice-regent; William Jones, 
Victoria, grand orator; J. J. Murphy, 
Seattle, grand secretary; G. C. Dupea, 
Tacoma, grand treasurer. An_ all-out 
war effort was pledged and it was 
decided that for duration, all prizes in 
any lodge-sponsored competition shall 
be either war stamps or bonds. 


Aleshire at Helena, Mont. 


Oscar E. Aleshire, president of the 
Modern Woodmen of Rock Island and 
Mrs. Aleshire, have gone to spend two 
months in Helena, Mont., visiting their 








married daughter who resides there. 
Incidentally they will get well ac- 
quainted with their three bouncing 





grandsons, The Aleshires rented a fur- 
nished home and therefore will be very 
happily situated during the summer. 





Henry Hegner, 71, Appleton, Wis., 
one of the organizers and a director of 
the Aid Association for Lutherans, died 
at his home there after an illness of 
six months. 

For the first five months of this year, 
the new paid business of Knights of Co- 
lumbus is 14 percent ahead of the same 
period for 1941 and for the 11 months 
of its fiscal year ending May 31, the 
volume is up 26 percent over the same 
period of the previous year. 


IN U. S. WAR SERVICE 


Four more men of the staff of Frank- 
lin Life have joined the armed forces: 
Don Wyatt, general agent at Amarillo, 
Tex., and Eli C. Scaff, of Colorado. 
From the home office R. D. Penney be- 
came lieutenant in the quartermaster 
corps and left for the depot in Cheyenne, 
for special training and W. H. Richter 
of the actuarial department was inducted 
into the army at Peoria, IIl. 

L. George Benjamin, Jr., insurance 
commissioner of South Carolina, is due 
to be inducted into the army July 16. 

When the roll was called at the Den- 
ver convention of the National Associa- 
tion of Insurance Commissioners, Mr. 
Benjamin was not present and the an- 
nouncement was made that he could not 
attend because he was_ entering army 
service. As a matter of fact, Mr. Ben- 
jamin did attend the Denver convention 
but he arrived too late to answer the 
roll. He has been in office just a few 
months, having been elected to succeed 
Sam B. King. 

G. T. Weathers, former Louisville 
supervisor of Mutual Life, N. , and 
now a first lieutenant in the army at 
Maxwell Field, Ala., has been named 
post intelligence officer of the army air 
forces training detachment at Camden, 











producers of the Connecticut 
General agency at Kansas City under 
Manager Loren E. Reitz, are entering 
the service. Ray Sparks, having much 
aviation experience, holding a transport 
pilot license, will be a captain in the 
army air corps. He has been with the 
agency 10 years. Tom Bishop, with the 
agency a year, enters the army. 

Several more General American Life 
home office and field men have entered 
the armed services recently. 


Two 


Harry F. Rollett, secretary of the 
company, received a commission as cap- 
tain in the army air corps. R. Sam 


Barnes, of San Antonio, was commis- 
sioned a second lieutenant in the same 
service. 

John O. Richardson of Albuquerque 
waived immunity as a representative of 
the New Mexico legislature to enter 
officers training at Fort Bliss, Tex. Two 
home office employes, John Langendorf 
and Charles Laube, have enlisted in the 
navy. 

Edgar S. Wescott, advertising man- 
ager of Bankers Life of Nebraska, has 
entered the navy as chief specialist in 
the public relations and publicity setup, 
holding the rank of chief petty officer. 

Robert C. Moore of the Knoxville 
agency of Connecticut Mutual Life, re- 
ceived an appointment to the officers 
training school and reported to Aber- 
deen Proving Grounds, Aberdeen, Md. 
He has been in the service for several 
months at Fort McClellan, Ala. F. G. 
Denton Jr., also from the Knoxville 
agency is serving as an instructor in the 
infantry school at Fort Benning, Ga. 
He is a first lieutenant. 

McDonald Gray, advertising manager 
of Kentucky Home Mutual ‘Life, who 
was also made secretary in January, 
1941, to succeed the late J. B. Williams, 
is entering the army air corps service in 
the radio department and has left for 
Randolph Field. 

Darwin Lynner, formerly with the 
Northern Life of Seattle in Des Moines, 
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MORE TO OFFER THAN EVER BEFORE 
zxwekkK kK Kw 


On June |, Maccabees field representatives went 
out to visit prospects with more to offer than ever 
before. They carried in their brief cases two 
brand-new Sickness and Accident plans—additional 
evidence that an alert Home Office management is 
constantly seeking to improve the protection Mac- 
cabees field men can offer to their prospects. 

Designed to replace lost income due to sickness 
or accident, the Double Duty Sickness and Accident 
Certificate is already popular with Maccabees field 
representatives because of the liberality of its pro- 
visions and its general appeal to the public. The 
second plan, Gold Star Accident Certificate, meets 
the specific requirements of persons needing acci- 
dent protection. It, too, has already won an en- 
thusiastic following among Maccabees field men. 

Together these two new plans will increase useful- 
ness of The Maccabees field representative to his 
clients, enabling him to do a more thorough job of 
building sound insurance programs—and, at the 
same time, build for himself a substantial income. 


THE MACCABEES 


THE MACABEES BUILDING DETROIT, MICHIGAN 





































Building Democracy— 


INCE 1883, Modern Woodmen of 

America has been a vital force in 
strengthening the economic and moral 
fiber of the nation. More than $638,- 
000,000 paid in benefits has kept family 
ties intact in countless American homes. 
Thousands of communities have bene- 
fited through financial assistance 
given unfortunate members. Teach- 
ings of the Society's Ritual stimu- 
late patriotism and serve as a 
reminder of the duties and obli- 
gations of citizenship. 


Down the years the Society and 
its local Camps have served de- 
mocracy by accepting respon- 
sibility toward members, the 
community and the nation. 
lts program for nationwide 
sponsorship of Boy Scout 
troops is evidence that the 
Society will continue to build 
‘democracy by training boys for future citizenship. 


MODERN WOODMEN OF AMERICA 


(A legal reserve fraternal life insurance Society) 
Assets exceed $100,000,000 


HEAD OFFICE ROCK ISLAND, ILL. 











has been appointed an ensign in the 
navy and will shortly receive his orders 


for location. He recently was trans- 
ferred to the navy after serving in the 
army at McCord field. His father, A. T. 
Lynner, is superintendent of agencies for 
the central division for Northern Life. 

Anton J. Kirchberg, Sr., brokerage 
manager for the Connecticut General 
Life in Chicago, is proud of the record 
of his family in military service. A. 
Kirchberg, Jr., signed up as an avia- 
tion mechanic in the navy. He was 
the fifth member of his family to go 
into the armed service. The others are 
Ensign D. V. Kirchberg, Ensign J. M. 
Kirchberg, Aviation Machinist Mate F. 
in Kirchberg and Private Robert Kirch- 
berg. All the boys are grandsons of 
Edward Kirchberg, who was the 
founder of the jewelry firm by that 
name at 106 North State _ street, 
Chicago. 

W. Herndon Lackey, for 12 years 
special agent for Massachusetts Mutual 
Life, in Oklahoma City, has left for 
Wiloxie, Tenn., where he enters the 
technical air corps training school as 
first lieutenant. 

Thomas O. Maud, assistant to Logan 
Campbell, Aetna Life group manager, 


San Antonio, will report at Notre Dame 
University July 6 to train for an ensign. 
I, F. Cook, assistant secretary of the 
group department, is now a captain in 
the army air corps, stationed in Okla- 
homa. 

Talt Stealey, senior insurance license 
investigator in the Los Angeles office of 
the California department, has been in- 
ducted into the army and has reported at 
Fort McArthur. 

Two more employes of Security Life 
& Accident of Denver have entered the 
service, Burt McGhee, former mana- 
ger at La Junta, Col., has enlisted 
the air corps, and Ira J. McGuire, as- 
sistant treasurer of the company, is now 
in the navy. 


Rex A. Ruppel, district 
Provident Mutual Life in Colorado 
Springs, has enlisted in the navy. After 
a period of training he will be assigned 
to recruiting duties tn Colorado Springs 
with the rank of petty officer. 

Ed Rich of the Fred M. McMillan 
agency of Penn Mutual Life in Los An- 
geles is in the navy as a lieutenant, sta- 
tioned at the naval base, Los Alamitos, 
Cal. He served with the air force in 
the former war as lieutenant. 


agent of 


Latest Policy Changes 


By JOHN H. RADER 





Reliance Life 
Adds New Policy 


Reliance Life has added a retirement 
income to the participating line now 
available. This policy is called special 
life income and provides at age 65, a $10 


monthly life income, guaranteed for 120 
months. Insured may elect income to 


start at age 55 or 60 providing cash 
value is sufficient to provide an income 
of at least $10 monthly. Death benefit 


prior to maturity is $1,000 or the cash 
value if greater. Maturity cash values 
at age 65 are: Male, $1,587; female, 
$1,784. 

Dividends are payable annually, first 
year’s dividend being contingent upon 
payment of entire second year’s pre- 
mium. 


Premiums for male and female risks 
and dividend illustrations based on the 
1942 scale follow: 





Male Female 
Dividend Dividend 
*Total *Total 
Age Pre- ist for20 Pre- ist for 20 
at Yr. Yrs. mium Yr. Yrs. 
Issue $ $ $ $ $ 
10... 1.43 75.99 21.30 1.47 77.21 
15 1.55 79.3 24.27 1.59 80.88 
20. 1.69 83.66 28.06 1.73 85.33 
| ae 1.72 84.64 28.94 1.77 86.48 
> a 1.75 85.67 29.88 1.79 87.57 
23.. 1.79 86.88 30.88 1.84 89.00 
24.. 1.83 87.91 31.91 1.88° 90.08 
25. 1.88 89.30 33.01 1.92 91.31 
26. 1.90 90.44 34.19 1.97 92.96 
27. 3 1.95 91.96 35.42 2.01 94.31 
28. 3 2.00 93.27 36.73 2.05 95.70 
29. 2 2.05 94.88 38.14 2.12 97.71 
30.. > 2.09 96.46 39.63 2.17 99.43 
| 3 2.15 98.11 41.21 2.22 101.29 
32 2.21 100.00 42.90 2.29 103.27 
: 2.28 101.94 44.71 2.35 105.49 
34. 7 2.33 103.90 46.64 2.42 107. 
BOscs 2. 3 48.72 2.50 110. 
36 2. 2 50.95 2.57 112.6 
37 2. 53.35 2.67 115. 
38... 2.6 55.94 2.77 119.2 
a 2. 58.73 2.85 122. 
40.. 2.5 61.78 2.97 127. 
41.. 2.95 65.09 3.09 132.2 
42. 3) 68.68 3.20 137.5 
43. 3.2 72.63 3.35 143. 
44. 3.33 76.95 3.48 150. 
45. 3.4! 81.72 3.65 158.32 
46. 3.6 87.02 3.79 150.96 
47. 3.72 92.91 3.93 143.25 
48. 3.8 99.49 4.07 135.13 
a0). 4, 106.92 4.24 126.96 
50... 104.60 4. 115.33 4.40 118.57 
61... 118:19 4. 124.92 4.55 110.67 
52... 123.14 4. 135.97 4.68 102.74 
53... 134.63 4. 148.88 4.85 95.49 
54 148.26 4. 164.09 5.06 89.13 
55... 164.52 4.5 182.27 5.25 82.33 
*Ages 46 to 55, inclusive, total divi- 


dends to maturity. 


Study “Marketing Life Insurance” bv 
Dr. J. Owen Stalson. $6. Order from 
National Underwriter. 


Rates on Union 
Mutual New Forms 


Union Mutual announced three new 
policies recently at the annual agency 
convention. These are the whole lite— 
double protection to age 65, mortgage 
payment plan and five year renewable 
term. The mortgage plan is a com- 
bination of regular whole life with a 
decreasing term rider. The premium 
rates on the three policies are: 






Whole Whole 
Life Life 
Dbl. Mtg. Dbl. Mtg. 
Prot. Pyt. 5 yr Prot. Pyt. 
to 65 Plan Ren to 65 Plan 
$ $ Term $ $ 
Age s 7 $ Age . 7 
20 35 11.51 41 47.07 32. 
21 11.59 42 48.45 33. 
22 11.67 43 49.91 34. 
23 11.75 44 51.44 35. 
24 11.84 45 53.06 37. 
25 11.98 46 54.75 38. 
26 12.04 47 56.54 40. 
27 12.15 48 58.41 41. 
28 12.27 49 60.38 43. 
29 12.40 50 62.43 45. 
30 12.54 51 64.57 47. 
31 § 12.69 52 66.79 49.! 
32 12.86 53 69.10 52. 
33 13.04 54 71.47 54.: 
34 3 13.24 55 73.91 57. 
35 > 13.46 56 ee ee 
36 13.70 57 
37 13.97 58 
38 14.26 59 
39 14.58 60 
40 24,94 .. 





*Rates per 
thereafter. 

jLevel premium per $1,000 
for duration of policy. 

Note. Mortgage payment plan is a com- 
bination of whole life (and not issued 
above age 55) with one year term (not 
renewed after 64). 
newal of the term portion after 


$2,000 unit to 65, 


$1,000 


whole life 


Premiums for re- 
55 are 





Age 56, $20.76; 57, $22.27; 58, $23. 
$25.81; 60, $27.87; 61, $30.15; 62, 
63, $35.43; 64, $38.49. 


Security Mutual, N. Y., Is 
Modifying War Clause 


Security Mutual Life of Binghamton 
is changing its war clause so that if 
death results while the insured is in 
military or naval forces of any country 
at war and while inside the 48 states, 
District of Columbia, or Dominion of 
Canada, full coverage will be provided. 
The provision regarding return of pre- 
miums in event of death outside such 
territory was changed so liability is 
limited to a single sum equal to the 
greater of (a) the reserve on the face 
amount of the policy together with the 
reserve for any paid-up additions thereto 
and any dividends standing to the credit 
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of the sii less any indebtedness, or 
(b) the amount of gross premiums 
charged on the policy less dividends 
paid in cash or used in the payments of 
premiums thereon with interest at the 
rate of 3 percent compounded annually 
and less any indebtedness to the com- 
pany. 

There is to be no change in the pro- 
vision excluding coverage if death 
occurs as a result of service, travel or 
flight in any kind of aircraft. The 
changes made are retroactive to affect 
all contracts now in force, carrying a 
war clause. 


National Fidelity Life 
Has New Premium Scale 


Effective July 1, National Fidelity 
adopted the Amer. (5) 3%, Illinois 
standard reserve for all life plans of in- 
surance. For the endowment plans, the 
American Experience 344% (Net Level, 
Ill. Std. and S. & U.) bases are con- 
tinued. A premium rate increase affect- 
ing all but term policies became effective 
at that time. Some of these new pre- 
mium rates are shown below. 


Non-Participating Rates Per $1,000 


Pref. Risk End. Age 85 
20 Modi- 20 20 

Ord. Pay. fied 

Life Life Life Prem. 


So 
Dee 


TOVUSTIONOIOIENS 
w 
ba} 


VS 
on 
OS 


HE pe te te te oe 
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State Capital Life, N. C. 
Adopts Increased Rates 
An increase in rates on single pre- 


mium life and endowment contracts was 
adopted July 1 by State Capital Life of 


Raleigh, N. Excerpts from this 
schedule follow: 

iE e's 20 Yr. 
Age End End. 
MAN cats SNES oe oan orton 798.56 $596.68 
ARON MRE. 799.08 598.07 
BD) akin bens were ene 799.38 599.34 
BO! Lien coun 799.62 601.55 
Bet Saree ee 800.41 606.41 
Bn esa aate ees 802.19 615.36 
et eee eI 807.27 632.84 
BR i stacy bod aeeate 812.48 657.54 
Bo pane bal esac aera 824.28 690.76 
OP tistusvevannbae 835.92 29.33 





To Award President's Cup 


The President’s Cup, awarded annu- 
ally by Boston Mutual Life for the 
greatest increase in business during the 
spring campaign, will be presented to 
Superintendent C. B. Powers of the 


North Adams district at a dinner at 
Williamstown, Mass., July 9. President 


Benton will make the presentation. He 
will be accompanied by W. H. Moody, 
superintendent of agencies, and T. C. 
Boylan, assistant superintendent. 





Horatio Kelsey Retires 

Horatio N. Kelsey, wno becams: 
agency manager of Security Mutual Life 
of Binghamton when that company last 
fall reinsured the Insurance Clerks Mu- 
tual Benefit Association of which he was 
president, has now retired. Mr. Kelsey 
had a long career in fire insurance wd 
fore taking up the life insurance work. 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


ILLINOIS 
DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, ochienee, Illinois 
Tel. State 1336 
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Consulting Actuary 
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HARRY S. TRESSEL 
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Actuary 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 
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CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
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NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
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Sales Ideas and Suggestions 








Small Businesses Are 





Still Tremendous Market 


NEW YORK-—In spite of all that 
is heard about the production of big 
corporations, the majority of business 
in this country is still done by small 
business and these businesses are a 
tremendous market for the agent who 
will exercise the resourcefulness neces- 
sary to cope with the suspicions and 
frequently the ignorance of small busi- 
ness men, said R. W. Wilkinson, home 
office agency assistant, at the Aetna 
Life’s metropolitan area sales  con- 
gress here. Furthermore, he said, 
working with small businesses is the 
only way to achieve the experience and 
confidence necessary to the handling of 
the rarer but extremely profitable large 
cases. 

In fact, one reason why the field is 
so wide open among small businesses 
is that agents having the necessary 
technical knowledge will find that their 
services can be and are demanded by 
the larger business houses. 


Many Agents Lack Confidence 


Another reason for failure to sell the 
small business man lies with the agent 
unversed in business insurance. A suc- 
cessful firm member is too busy to talk 
to an incompetent agent and his in- 
competence shows itself early in the 
interview by a hesitant, wavering man- 
ner or a stumbling approach which be- 
tray his lack of confidence. The re- 
sult is that the prospect is not even 
sold on granting an interview. Mr. 
Wilkinson pointed out that there is a 
paradox here because the agent cannot 
interest prospects until he has learned 
the technicalities of business insurance 
underwriting and he cannot learn these 
technicalities until he has interested 
some prospects and gained the knowl- 
edge which comes only from experi- 
ence. In order to take care of this 
difficulty Mr. Wilkinson presented a 
simple plan whereby the agent can in- 
terest prospects in business insurance 
without needing to become involved in 
lengthy legal agreements. 


Makes Suggestion on Approach 


The approach, said Mr. Wilkinson, is 
all-important. The usual way is to say 
something like, “Mr. Prospect, I want 
to show you a plan that will keep 
women out of your business,” or “Do 
you realize that if something happened 
to you or your partner your business 
would be through?” An agent has no 


right to make such statements and 
furthermore he is saying things that the 
prospect does not want to hear, In 


one such approach the prospect merely 
turned to his partner and said, “Joe, if 
something happened to me you'd take 
care of my wife, wouldn’t you?” Of 
course, Joe said he would and the re- 
sult was no sale. 


Takes Specific Example 


As a specific example of how to pro- 
ceed Mr. Wilkinson took the case of 
a small dairy, one partner in which 
does the accounting and other inside 
work while the other partner is in 
charge of operations. This dairy has 
cash assets of $500, accounts receivable 
of $2,500, no real estate, since it rents 
its quarters, equipment worth $5,000 
and inventory of $1,000, or a total of 
$9,000. On the liabilities side accounts 
payable amount to $3,000 while there is 
a $1,000 note at the bank, a total of 
$4,000. Subtracting liabilities from as- 
sets leaves a book value of $5,000. 

“Would you sell your share _ for 
$2,500?” the agent asks the accounting 


partner after getting the assets and li- 
abilities. Naturally the partner ridi- 
cules such an idea. 

The problem then is to determine 
what his share is actually worth. It 
turns out that actual average annual 
earnings, including salaries, is $6,000, 
and this is not unusual on a $5,000 net 
worth basis, as the partners are getting 
paid for their manual labor as well as 
receiving a return on their investment. 
On being questioned the accounting 
partner says that it would cost about 
$1,500 a year to hire someone else to 
do the work that he is doing and about 
the same amount in the case of his 
partner. This $3,000 total subtracted 
from the average annual earnings 
leaves $3,000 as the earnings from book 
value and good-will. Assuming a 10 
percent return on the $5,000 book value 
this leaves the average annual earn- 
ings from goodwill alone at $2,500. 





GOOD-WILL VALUE 





In estimating the capital value of 
good-will it is borne in mind that the 
more hazardous an investment the 
greater should be the return on it. 
Hence good-will can be considered as 
earning at the rate of 20 percent, since 
it is by far the most volatile element in 
a company’s asset structure. Further- 
more this is the basis on which the 
federal tax authorities consider good- 
will. Thus, capitalizing the value of 
good-will at five times the annual earn- 
ings from good will gives $12,500 as 
the capital value of good-will, which, 
added to the $5,000 book value gives 
$17,500 as the value of the business or 
$8,750 as each partner’s share. 

However in the event of forced liqui- 
dation the assets would present a very 


different picture. While the $500 in 
cash would still be worth the face 
amount the accounts receivable would 


drop sharply in value for credit men 
have found that it is extremely hard to 
collect bills after a store has changed 
hands. Hence 60 percent would be a 
very generous allowance, making the 


accounts receivable worth only $1,500. 
Aiso, a generous allowance for second- 
hand equipment would be 50 percent, 
bringing this item down to $2,500 while 
the same discount would be applicable 
to inventory bringing it to $500 or a 
total value for depreciated assets of 
$5,000. Liabilities however would stay 
the same $4,000, making the book value 
$1,000. The agent then points out that 
the only way for Mr. Partner to be 
sure that Mrs. Partner will get $8,750 
instead of $500 is through a properly 
drawn buy-and-sell agreement properly 
financed. 


Brings Prospect Into Line 


If the partner wants to know how 
much this is going to cost, the agent 
says that he can’t tell him, for it de- 
pends on his physical condition, also 
his credit, character and standing in the 
community. The agent then suggests 
that he have a doctor come out and 
check him over since nobody is obli- 
gated by this examination. A good way 
to bring such a prospect into line, Mr. 
Wilkinson said, is to say, “Remember 
that my company is not liable for any 
money until you decide to go ahead 
with this.” 

Mr. Wilkinson pointed out that no- 
where in this presentation has _ the 
agent discussed who will pay the pre- 
miums, who will be the beneficiaries, 
what provisions there will be for refund 
of premiums but he has talked about 
how valuable the partner’s business is 
and there is no one who doesn’t like to 
talk about this subject. 

In making this presentation Mr. Wil- 
kinson advised selling one partner first, 
since otherwise it is a case of two 
against one. Also the agent should 
sell the buy-and-sell agreement rather 
than selling life insurance. An _ ex- 
tremely important point is to watch for 
jealousies. Each partner is quite likely 
to feel that he is the mainspring of the 
business and is just carrying his part- 
ner along. At the same time if any 
outsider presumed to say anything de- 
rogatorv about either one they would 
both gang up and throw him out. Mr. 
Wilkinson also warned against bringing 
in lawyers or trust comnanv represen- 
tatives until there is something to bind 
the case. otherwise the agent may find 
his work complicated and perhaps a 
sale frustrated. 





Experiment of Regional 
Solicitation Is Made 





Many agents today are finding it ex- 
tremely difficult if not impossible to sell 
additional insurance to their present 
clientele and prospects, yet at the same 
time the war worker is proving to be a 
difficult prospect to reach, particularly in 
a large city. 

I. H. Curtiss, manager of Acacia Mu- 
tual Life in Chicago, now is trying out 
an experiment which so far is at least 
a partial solution to this double headed 
problem. About half of his agency staff 
is working door to door in geographi- 
cally small areas. This is the tough 
way to prospect, but Mr. Curtiss and 
his agents have been unable to hit upon 
any other satisfactor-- method of secur- 
ing badly needed new clients. 


Is Ready for Rationing 


The cold canvass plan is worked pref- 
erably in the agent’s own neighborhood. 
However, if he feels too self-conscious 
about operating on this basis in a neigh- 
borhood that contains friends, he selects 
a district a few blocks away. Working 


in a one block area localizes the agent’: 
calls, so that if gas rationing does come, 
or when his car and tires wear out, he 
is ready for those emergencies and can 
keep right on producing business. It also 
saves time. 

The agent makes his calls on the so- 
cial security approach. Mr. Curtiss has 
found that evervone is interested be- 
cause not one person in 100 knows what 
social security will do for him and is 
glad to find out. 

The agent works one hour every 
morning, from around 9 to 10 o’clock, 
five days a week. Experience shows that 
during each morning an average of two 
housewives will ask the agent to call 
back when their husbands are at home. 
This is 10 new prospects a week. One 
agent, who lives in an apartment, se- 
cured 14 prospects the first week. 


Agents Are Selling Business 


The agents are selling business on this 
plan, although the amount is small, run- 
ning from $3,000 down. They are find- 


ing some war plant workers. The cold 
canvass plan is the only way Mr. Cur- 
tiss knows of finding such workers. 
They live all over the city, not in any 
one locality. It is not as if a new war 
plant were opened in a country district 
or a town. It is almost impossible to 
get into war plants. Even if the agent 
knows the manager, it is seldom that he 
can get names of men working there. 
Giving out names is opposed first on the 
ground that other employers may raid 
such employes, and secondly, the F.B.I. 
doesn’t want it done. The auto license 
number method has proved both tedious 
and unsatisfactory as a way of getting in 
touch with war workers. 

From nine to 10 o’clock is a good time 
to make the cold canvass calls. If there 
are children, they are off to school. Wo- 
men are home at that time of day. 


Develop New Centers of Influence 


If the agent finds a good client in this 
way, he has a center of influence which 
will result in a nest of prospects com- 
pletely outside of the social and geo- 
graphical sphere in which he previously 
sold. : 

A surprising result of the new effort 
by the Curtiss agency has been improved 
morale of agents discouraged by dwind- 
ling business and unable to do much 
about it. An agent gets “down” quickly 
when he keeps hitting blind alleys ail 
the time. This slows down his activity 
and the lack of activity itself contributes 
to low morale. A definite program of 
activity, even though it is hard work un- 
der circumstances which he does not 
particularly like, in itself contributes to 
a better feeling. And of course he is 
getting some new business, and he can 
see that it is still possible to sell life 
insurance. 

One agent called on a druggist who 
operated two stores, one in one part of 
the citv and one in another. The drug- 
gist reported that business was poor at 
one location, but very good at another. 
The second location is near a large de- 
fense plant, and the agent will use that 
drugstore and the pharmacist as “head- 
quarters” for developing a concentrated 
cold canvass area. 

The clients that the agents have been 
calling on in the business center of town 
are less responsive because of taxes and 
the purchase of war bonds. The only 
solution is, while not deserting old 
clients, to find new ones, wherever they 
may be. : 





Duff Cites Need of 
Reaching New Clientele 


William M. Duff of Pittsburgh, man- 
ager of Equitable Society, was the fea- 
tured speaker at the dinner following 
a golf outing of the Cleveland C.L.U. 
He was introduced by C. F. Lutz of 
the Equitable Society in Cleveland, the 
retiring C.L.U. president. 

Mr. Duff pointed out how the mar- 
ket today has changed. A survey of 
nearly 40,000,000 consumer units, he 
said, showed that the top 1,000,000 
units from an income standpoint now 
have about $1,000 less optional spend- 
ing power than they had some seven 
years ago. On the other hand a mid- 
dle group of about 18,000,000 consumer 
units whose incomes range from about 
$2,000 to $5,000 now have from $1,400 
to $2,100 more’ optional spending 
power. That means that the agents 
must change their methods so as to 
get to this new moneyed group. 

The new Cleveland president is E. A. 
Inkley, Aetna Life. He succeeds Mr. 
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Lutz. G. P. Hanawalt, Equitable Life 
of Iowa, is vice-president; Paul L. 
Field, National Life, treasurer, and E. 
C. Weber, Fidelity Mutual, secretary. 
Warren H. Smith, general agent of 
Northwestern National, was endorsed 
for director of the American Society, 
Os FA 6 


Smith Los Angeles President 


LOS ANGELES—Los Angeles chap- 
ter of C. L. U. at its annual meeting 
elected these officers: President, E. L. 
Smith, assistant general agent Connecti- 
cut General; vice-president, R. L. Al- 
tick, associate general agent Massachu- 
setts Mutual; secretary-treasurer, C. F. 
Edwards, New York Life. Rollo R. 
Hays, Jr., general agent New England 
Mutual, is retiring president. 

Howard Neale, chairman C. L. U. 
Institute committee, reported 116 can- 
didates had enrolled for the C. L. U. 
courses and of 95 who attended lectures 
68 passed examinations. It is antici- 
pated 12 will qualify for the degree. The 
loss of almost half the original enrollees 
was due to their either entering military 
service or taking up defense work. 

Secretary-Treasurer Smith reported 
membership at the start of the fiscal 
year was 77 and today is 81. The chap- 
ter adjourned until fall. 


New St. Louis Officers 

New elected officers of the St. Louis 
C.L.U. chapter are: President, Joseph 
T. Peterson, general agent Guardian 
Life; vice-president, George H. Means, 
Metropolitan Life; secretary-treasurer, 
Irven M. Barker, Connecticut Mutual 
Life; executive committee, Milton 
Koch, Northwestern Mutual Life, and 
Lawrence H. Stern, Penn Mutual Life. 


McLeran St. Paul President 


Donald O. McLeran, general agent 
New England Mutual, has been elected 
president of the St. Paul C.L.U. chap- 
ter. A. F. Breher, Northwestern Mu- 
tual, is vice-president, and Alan D. 
Harmer, Minnesota Mutual, secretary- 
treasurer. 


Sales Problems 
Same as Ever 





(CONTINUED FROM PAGE 3) 
recruiting lost never can be made up, he 
said, and will have a detrimental effect 
upon volume for the next 10 years. 


Many Agency Prospects 


The war has eliminated many young 
men as possible recruits, but there are 
many men emotionally and economically 
disturbed by war, particularly those 
whose businesses have been adversely 
affected by priorities and shortages, who 
are qualified to develop into capable 
agents. He selects men who have been 
reasonably successful and uses an apti- 
tude test. 

A question and answer period on se- 
lection was directed by W. L. Crawford, 
actuary and assistant treasurer. Girard 
has issued a new occupational rating 
manual that is a guide but not an assur- 
ance of specified rating. He said there 
has been no change in policy as to 
occupational hazards. 

Harold M. Horne, auditor and asso- 
ciate actuary, announced a_ new triple 
protection to age 65 policy is being 
prepared and will be available soon. It 
is designed to appeal to men 35 to 55, 
and will be one-third ordinary and two- 
thirds term, with several options at age 
65, including cash sum, or reduced in- 
surance for life for the same premium, 
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or continuation of full amount at in- 
creased premium. It is planned to grant 
conversion privilege, without medical, 
on the term portion up to age 60. 


New Vice-president Speaks 


Walter K. Hardt, the new vice-presi- 
dent, spoke briefly. He said in a busi- 
ness organization the effort of one 
person is relatively small, but by co- 
operation of all remarkable results can 
be achieved. 

Vice-president Adsit said the agents 
face the same old problems of where to 
sell, what to sell and how to sell it. 
There is much more money available for 
life insurance than in many years, fewer 
agents in the field to get it, a little more 
footwork and headwork will produce 
exceptional rewards. 

It will no longer be desirable to call 
back three or four times. Tires and 
gasoline are too hard to get. It is better 
to make a more determined effort to 
sell in the first interview, he said. 

Defense workers are working long 
hours and are hard to reach under favor- 
able circumstances. Yet a great deal 
of money is passing through them to 
people who are the best buyers—farmers, 
dentists, doctors, storekeepers, lawyers 
and other professional men not working 
on a fixed salary. 


Old Age Income Idea Good 


Mr. Adsit urged selling the idea of 
saving money for old age and against 
the possibility of a post-war depression, 
particularly ages 35 to 55. 

At an informal dinner, Albert Short, 
president, said he believed war condi- 
tions are apt to make business better 
for the agent, rather than worse. While 
every American must be willing and 
ready to make new and greater sacri- 
fices to win the war, there still is an 
important job to be done on the home 
front in preaching thrift and saving as 
exemplified by life insurance. 

The president’s trophy was presented 
to the James R. Reagan Agency, Cam- 
den, N. J., and special awards to three 
diamond insignia winners, E. E. Baruch 
and S. S. Hyle, Philadelphia, and Julius 
Epstein, Newark. 

New officers of the General Agents 
Association elected earlier in the day 
were introduced. They are: President, 
E. C. Anstaett, Columbus; vice-presi- 
dents, E. E. Baruch, Philadelphia, and 


Walter Watt, Cleveland;  secretary- 
treasurer, E. L. Smead, Williamsport, 
ra, 


Union Mutual Holds 
Spirited Gathering 


(CONTINUED FROM PAGE 3) 

He pointed out that A. & H. companies 
showed a 33 percent increase in pre- 
mium income last year. Mr. McNeill 
emphasized especially the importance of 
women as prospects. He said that 13 
million women are employed today, most 
of them making more money than ever 
before. Because of higher wages, the 
average A. & H. premium is increas- 
ing. 

In introducing John P. Brady, man- 
ager of A. & H. claims, President Irish 
said that the underwriting policy of the 
company is to be strict in the accept- 
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ance of business and liberal in the set- 
tlement of claims. Mr, Brady charac- 
terized the claim department as the good 
will department, and pointed out that 
most policyholders have contact only 
with the sales and claim departments. 
Both are doing a sales job. 

Mr. Brady gave this as his definition 
of a successful claim adjuster. 

“An adjuster to be successful must be 
courteous, diplomatic, shrewd, an ex- 
pert jollier, of an equitable temper, slow 
to anger, a Sherlock Holmes, up to date, 
tall and good looking, with honest blue 
eyes and a glad hand, a good memory, 
good cigars, business judgment, the 
embodiment of virtue, and with a good 
working knowledge of evil; he must be 
a mind reader, a hypnotist and an ath- 
lete. He must be acquainted with ma- 
chinery of all types and materials of all 
kinds and must know the price of every- 
thing from a shoe string to a_ sky- 
scraper.” 

Other speakers at the A. & H. ses- 
sion were John O. Bogardus and James 
M. Voss, Boston; Mrs. B. Allin and 
Fred T. Jordon, Portland; O. T. Sulli- 
van, Burlington, Vt., Chester W. Mc- 
Neill, vice-president, and J. Marshall 
Holcombe, Jr., who remarked that A. 
& H. sold with life insurance helps to 
reduce the agency turnover, particularly 
with new men. 


Need Women Agents 


At the following session, Mr. Hol- 
combe spoke on recruiting. He said 
that there are fewer available recruits 
and that more women and older men 
will have to be employed. Companies 
will simply have to hire women, Mr. 
Holcombe contended, adding that they 
now have no option. He revealed that 
the Research Bureau will soon issue 
special material on the recruiting and 
training of women. Mr. Holcombe made 
the flat statement that many managers 
are disinclined to go out on the street 
and work with their agents, for no bet- 
ter reason that that they don’t want to. 

At the session presided over by Glenn 
A. Stearns, superintendent of agencies. 
the three new policies were announced. 
They are a five year renewable and con- 
vertible term; double protection to 65, 
and a mortgage payment policy with de- 
creasing annual premium. T. V. Dreves- 
craft, manager sales promotion, pre- 
sented the new material prepared by 
his department. Eight new folders were 
displayed. Agents may furnish 10 
names a week, and letters over President 
Irish’s signature will be sent to these 
prospects without charge to the agent. 

At the banquet, Alfred W. Perkins, 
the newly appointed insurance com- 
missioner of Maine, expressed himself 
as opposed to savings bank life in- 


surance so far as Maine is concerned. 
He predicted compulsory bond saving, 
and praised the life companies for their 
liberal government bond purchases, say- 
ing that about 50 percent of the new 
income of life companies is being used 
to buy U. S. bonds. J. Marshall Hol- 
combe gave a morale building talk and 
Howard J. Burridge of THE NATIONAL 
UNDERWRITER was the concluding ban- 
quet speaker. 

L. R. Blanchard, agency secretary and 
editor of the “Headlight,” the company’s 
house organ, was the first speaker at 
the final business conference. He was 
followed by H. L. Knight, assistant su- 
perintendent of agencies, who discussed 
the opportunities for salary savings 
cases. Agency Superintendent Stearns 
said that today’s conditions and par- 
ticularly the transportation situation call 
for more careful planning. He urged 
agents to get more cash with the ap- 
plication so as to reduce return calls 
and resales. 


Investment Situation 


C. E. Lane, second vice-president in 
charge of investments, said that during 
the first six months of 1942 the com- 
pany invested 75 percent of its income 
from policyholders in government bonds. 
He analyzed the company’s investment 
portfolio. Mr. Lane said that next to 
governments Union Mutual has the larg- 
est percentage of its assets invested in 
good municipals. Railroad holdings 
have been reduced and public utilities 
increased. 

Urging life insurance men to take 
the offensive, D. N. Woodson said the 
average prospect has more money to 
spend than ever before. Instead of talk- 
ing with the prospect about higher taxes 
and the purchase of war bonds, Mr. 
Woodson suggested that the agent point 
out the substantial sums the average 
man is saving because of his inability 
to buy refrigerators, radios, automobiles, 
tires, gasoline, golf clubs, etc. With a 
$10,000 a year man such saving might 
amount to as much as $3,000. 

Entertainment features included a 
strawberry festival; an evening of vaude- 
ville acts staged by Union Mutual talent 
with Wesley H. Becker, St. Louis man- 
ager, as chairman; a down east shore 
dinner, and a softball game between a 
home office and managers team. The 
managers’ team, captained by C. Jean 
Caspar, Jr., Pittsburgh, was victorious 
and was awarded a silver loving cup. 





The North St. Louis district of Life 
& Casualty during the past two months 
has been staging a successful campaign 
for new business in new homes. New 
business was written in 247 new homes. 
D. W. Croxville led with 73 applications. 
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Fellow officers of Harry M. Roberts, Reliance Life, incoming president of the 
Dallas Association of Life Underwriters, pledge V-for-Victory to indicate their full 
support to the new Dallas chief for a successful administration. Left to right are 
Lyman E. King, Minnesota Mutual Life, treasurer; Charles E. Seay, Southland Life, 
vice-president; Mr. Roberts and J. Max Spangler, Kansas City Life, secretary. 





About 2,000 members of the St. Louis Association of Life Underwriters and their 
friends joined in a Victory boat ride on the Steamer Admiral to celebrate the pass- 
ing of the million dollar mark in war bond sales at the “Little White House”. 

Members of the war bond committee are: (front row) Adam Rosenthal, general 
agent Acacia Mutual; T. E. Sly, president St. Louis Mutual Life; W. J. Cusick, New 
York Life and newly elected president of the St. Louis association; H. E. Scheppner, 
manager John Hancock. 

Back row: Fred T. Rench, general agent National Life, Vt.; A. E. Miller, general 
agent Union Central; D. O. Cramer, supervisor Prudential; G. W. Ittig, supervisor 
Massachusetts Mutual; H. Means, manager Metropolitan Life; and Frank Vesser, 
manager Reliance Life and newly elected president of the Missouri Association. 





Thousands of employes of New York Life and Metropolitan Life witnessed the 
services at noon in Madison Square Park in New York City when the New York 
Life Post No. 503 and Metropolitan Post No. 385, American Legion, held joint 
ceremonies at the Eternal Light and placed wreaths on the memorial trees planted in 
honor of their war dead in the present and past wars. 

Left to right on reviewing stand:—Griffin M. Lovelace and Walton P. Kingsley, 
vice-president New York Life; James P. Bradley, secretary Metropolitan; John S. 
Sinclair, executive vice-president New York Life; Cecil J. North, second vice-presi- 
dent, Metropolitan; L. Seton Lindsay, vice-president New York Life and Harry Cole 
Bates, general counsel Metropolitan. 
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New offiecrs of the Heuston Association of Life Underwriters (left to right): Dale 
Shepherd, Connecticut, Mutual, vice-president; W. O. Catterton, Equitable Society, 
president; and W. T. Murphy, who recently resigned as Houston district manager of 
Southland Life, director. 
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Secretary J. G. Ray of Modern Woodmen is shown holding the Treasury depart- 
ment “Minute Man” banner given to Modern Woodmen for having in excess of 90 
percent employee participation in the payroll allotment plan for purchase of war 
bonds. President O. E. Aleshire is looking on. 





Crawford H. Ellis, president Pan-American Life, presents U. S. war bonds and 
stamps to the leaders in the company’s Victory Month campaign. Charles J. Smith, 
New Orleans, is shown receiving from President Ellis an envelope containing bonds 
and stamps. He was also awarded a trophy for qualifying as the leading agent in the 
campaign. The New Orleans agency under Miss B. B. Macfarlane was the leading 
agency, winning the “Winged Victory,” trophy. W. C. Hester, Jackson, Miss., led in 
number of lives. 

In the foreground are (left to right) Mr. Smith receiving bonds; Dr. E. G. Sim- 
mons, executive vice-president; Mr. Ellis, E. H. Hezlett, vice-president and general 
manager; Miss Macfarlane and Mr. Hester. 





This is one of a series of six advertisements appearing in 














1 You learned in filing income tax returns this 
March that distribution of your total earnings isa 
very different thing today than it was a year ago 
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4 Here, for instance, are actual examples of how 
federal estate taxes have affected the need for 
liquidity in some typical estates 
The chart is based on taxes payable on net taxable 
estates, i.e., after all deductions and after subtracting 
the present $40,000 estate tax exemption, and after the 
credit for state inheritance taxes has been deducted ) 


Fortune magazine this year. 








IS YOUR WILL STILL ON A 


business-as-usual BASIS? 








2 Distribution of an estate also involves outlays 
which many Wills—or estate plans—do not take 
into account unless they have been revised since 
September 20, 1941, the date at which the cur- 
rent federal estate tax became effective. 


5 And here is a booklet invaluable to any man 
in appraising his’ estate situation today. Your 
Northwestern Mutual agent has a copy for you 


Penne your Will and your estate 
on a war-time... war-tax... basis is es- 
sential in prudent conservation of that 
estate, and in assuring the property 
distribution which you desire. Many 
men are finding that Northwestern 


Mutual life insurance provides the 


3 Your estate will need far greater liquidity, 
far more ready cash, than ever before. And un- 
less you provide for that cash in your estate 
plans, that estate may be stripped of many of its 
best assets to meet obligations which cannot be 
long postponed . and your family may be 
severely penalized as a result 


* * * 


most economical, simple, and certain 
method of assuring adequate estate 
liquidity. 

The Northwestern Mutual has for 
years enjoyed the confidence of estate 
owners .. . of men to whom the con- 
servatism, the record of the Company 
over a long period of years, and the low 
net cost of Northwestern Mutual life 
insurance are especially significant. 

An outline of the many increased 
needs for estate liquidity is contained 
in a new booklet recently released: 
‘Have You Streamlined Your Estate?”’ 
Your Northwestern Mutual agent will 


be glad to give you a copy. 
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